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How to sell by Telephone... 








Brokers 
Heres How To Multiply 
YOUR SALES 


By making every Realtor in the Country your agent 


Move your industrial and commercial listings faster by 
national co-op selling through the Canadian Realtor 


Your advertisement in the Realtor will serve a national co-op purpose. It will: 


© Show your property to 4,700 members of the Canadian Association 
of Real Estate Boards from coast to coast. 


®@ Enable you to sell more, faster, for you will have the co-operative 
efforts of Canada’s realtors at your disposal. 


© Cost you LESS than conventional methods at present employed (e.g. 
direct mail pieces). 


Advertise your high value properties in The Canadian Realtor and thereby take ad- 
vantage of this national medium to reach your fellow realtors. 


Advertising Rates 


Per Insertion One Time 6 Times 12 Times 
One page ........ aise $140.00 $125.00 $110.00 
Two-thirds page buitiletteocestan asset 118.00 104.00 99.00 
Half-page .. : 84.00 74.00 64.00 
One-third page nee cbatirsiniicereto 64.00 57.00 . 54.00 
One-quarter page sei tactacnesce ak 59.00 52.00 47.00 
One-sixth page vad cacteesheatesaceetaneieit 40.00 35.00 30.00 
One-eighth page 30.00 27.00 24.00 


Advertising copy to be mailed to: The Canadian Realtor 
; 24 Isabella St., 
Toronto 5, Ontario 


The Canadian Realtor is published on the I5th of each month. Advertising 
copy to reach publishers no later than the 7th of the month of publication. 


MMR SNR Co 
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The Canadian Realtor is the 
official organ of real estate in 
Canada. It is published monthly 
for the Canadian Association of 
Real Estate Boards. 


OFFICERS 
President 
J.A. WEBER - - Edmonton 
Vice-Presidents 
_ A. PATTERSON - Montreal 
J. S. STEVENSON - Winnipeg 
Regional Vice-Presidents 
S. L. MELTON - - _ Alberta 
VOR PARRY British Columbia ‘ 
ANDREW TURPIE - Manitoba A word from your President-elect 
JOHN F. RITCEY 
- - New Brunswick 
J. STUART ROY - Nova Scotia se x Roy A. Patterson was born in Montreal in 1910. 


> J. HARVEY - - Ontario When he graduated from High School in 1927 he 
a agg on joined the Mortgage Department of the Canada 
IO. 2 - Saske lewa 


= ' Life Assurance Co. in Montreal and served this 

Wiss temas Geena } firm for almost 20 years, finally as Chief Mort- 
H. W. FOLLOWS - Toronto my ee { ; gage Inspector for Quebec. He resigned in 1946 
EDITOR IN CHIEF ‘ , to form St. Francis Realty Co. Ltd., of which he 
A. W Farlinger / ok ae is President and Managing Director. It does a 


te large commercial, industrial, appraisal and in- 
Heo nga : surance business. Mr. Patterson is a member of 
. W. Farlinger 


\ Board of Trade, past-president Montrea! Real 
Stewart Chambers ’ 


‘ Estate Board,.member of Governing Council of 
- a A.I.R.E.A. and Vice-President of Association of 
ran onns-— 


8 8 4 Real Estate Boards of Quebec. 
ruce bBarne 


H. W. Follows 

SECTION EDITORS : . 

T. C. Cox: J. I. Seawerte 8. aeeths This year’s convention at Edmonton was the greatest and 
he Doky Pe es See oe most successful Canadian Real Estate Convention I have ever 
ASSOCIATE EDITORS: had the pleasure of attending. I wish to extend my sincerest 


J. A. Weber: BR. A. Patterson: J. S. : : oe ; + i ie 
Stounutees i b. Mallee: teor Seon congratulations to Conference Chairman Stan Melton and the 


Andrew Turpie: John F. Ritcey: J. Conference Committee for a splendid job of organization and 
Stuart Roy: P. J. Harvey: George . é zl s, 
Couillard: Don Keyl an excellent program. The great honor of being chosen as 


Sub Editors president of the National Association moved me beyond words. 


ALBERTA: , ‘bili : 
W. Frank Johns, W. H. Flewwelling, I am fully aware of the responsibility of representing member 


L. G. Daniel, Frank McKee Realtors from coast to coast. This task will be doubly difficult 
BRITISH COLUMBIA: for me after one of the most progressive years in the history 
E. A. Harder, T. L. Le Pas, Walter R. 


Dey, Alan G. Creer, Joan B. Kennedy, of the association under your outstanding president Jack 
Se Weber. However, with such an excellent team consisting of 


Angus McDonald, H. B, Budgell our two vice-presidents, Jack Stevenson of Winnipeg, and 
NEW BRUNSWICK: .. Murray Bosley of Toronto, and all the regional vice-presidents, 
. T. McLaughlin j f P , 
et I believe we can look forward to another wonderful year of 
Kenneth A. Ross : progress. 
ONTARIO: 
Chas. Rogers, Mrs. J. G. Robinson, 
Seymour Wylie, Chas. F. Wright, F. 
Rivier, Zeon Fedori, Mrs. A. Pueling, * * * 
Miss Frances D. Clancy, H. J. MeCul- 
oe > oe. Shirley Bowyer, M. 
- onyder, Ed. Holt, John J. Dywan, 
Vernon Murray, S. D. H. Reid, M. J. ceesaeaaee ~- 
som “ Swallow, Robert Mc- 
atlum, John Leith, H. G. E. Choate, 
J. Fisher, Fred J. Dawson, Jos. P. ne 
Sterne, H. J. Graham. Mrs. V. Fay Letters 


Duncan, H. D. Hood, W. H. B 
Charles R. Stroud . eee 


QUEBEC: 


B. J. Bechand, J. A. Turmel, Charles President's report .............. Conference Resolutions 
onnors 


SASKATCHEWAN: Daan ih inc siensncsesscevciongnes Ontario Section 
Chas. Hoshal, Lloyd Jones 


Conference pictures ....... 
Across Secretary's desk .... Selling by Phone . 


Conference Roundup Alberta Section 


THE CANADIAN REALT 
Associates (Canada 
$s. Ontario. Ed 
gr, Bruce Barn 


OR is published monthly by Bruce Barnett Subscription rates: Canada, British Possessions and the United States 
nada): Telephone WA. 1-3845. 24 Isabella St., Toronto of America—$3.00 a year for members of the Canadian Association 
itor—Arthur G. Roberts; Publisher and Business Mana- of Real Estate Boards. Authorized as second class mail, Post Office 
ett; Advertising Manager—J. W. Bailey. Department, Ottawa. 
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Dear Fellow Realtors :— 


On behalf of the Edmonton Board, 
I would like to extend our sincere 
thanks and appreciation to all those 
who participated so willingly and good 
naturedly in making the Twelfth An- 
nual Convention, what we feel, one of 
the best. 


Particularly, we would like to thank 
all Chairmen and Members of the Con- 
ference Committees, the Chairman 
and Co-Chairman of the Round 
Tables, the Residential, Commercial 
and Co-operative panel moderators 
and Members. 


Our Guest Speakers—Mayor Haw- 
relak, Rev. Douglas Smith, Mr. Armel 
C. Nutter, Mr. Edward Hacker, Mr. 
S. Russell, Mr. Davis Jackson, Mr. 
H. W. Stoneman, Hon. Gordon Taylor 
and Dr. M. J. Huston. 


The Conference Advisory Commit- 
tee, the Members of the Ladies’ Com- 
mittee, The National Association of 
Real Estate Boards, All Regional 
Vice- Presidents, All Board Presidents 
and Secretaries, The Press and Radio. 


President Jack Weber and his 
charming wife, Maxine, and our dedi- 
cated Secretary, Bill Follows and his 
lovely wife, Pat. 


Most important, all the wonderful, 
kind and inspiring delegates and wives 
that attended our Convention and 
contributed so much enthusiasm and 
co-operation to make this Convention 
a successful one and a rea! pleasure 
for the Edmonton Board to sponsor. 


Thank you all sincerely and we all 
look forward to renewing friendship 
again. 


With every best wish. 


Stan Melton, on behalf of the 
Edmonton Real Estate Board. 


Dear Sirs: 


Please, by pro-rating the total cost, 
bill me for one y~%r’s subscription to 
“The Canadian Realtor’, including 
Air Mail postage to Wiesbaden, 
Germany. 


I have in my possession the July 
issue, I would appreciate it if you 
would forward the subsequent issues 
available up to the present month. 


S/Sgt. R. O. Dougherty, 
Wiesbaden, Germany. 


Dear Sirs: 


In July of this year, your Trade As- 
sociation executive, Mr. H. W. Follows, 
completed a three-year course in 
Trade Association Management at Na- 
tional Institute for Commercial and 
Trade Organization Executives, held 
annually at Northwestern University. 


The completion of this course testi- 
fies to Mr. Follows’ interest in profes- 
sional growth and earns our highest 
commendation. The executive who 
earns National Institute’s certificate 
of graduation must qualify through 
diligent attendance at classes and a 
satisfactory grade on all examina- 
tions, as outlined in the enclosed bro- 
chure. 


The awarding of our certificate to 
Mr. Follows also reminds us that 
special recognition is due the officers 
of the Canadian Association of Real 
Estate Boards who made it possible 
for Mr. Follows to complete this in- 
tensive course of study covering the 
philosophy and practice of Trade 
Association management. 


* National Institute is proud of its 
graduates and the contributions that 
each has made to the Association he 
serves. 


Albert C. Boyd, 
President, 

National Institute For 
Commercial and Trade 
Organization Executives, 
Chicago. 


Dear Sirs: 


On behalf of the St. Catharines- 
Niagara Real Estate Board, I would 
like to extend our congratulations for 
the fine production of the “Realtor”. 


We feel that this Publication has 
definitely added to the dignity of our 
profession. Comments of local mem- 
bers indicate that it is favorably re- 
ceived and that many of the members 
look forward to the next issue. 


We hope that the issues will con- 
tain, topics of the type that have al- 
ready been discussed in order that we 
may get a good general outlook on 
matters concerning our profession. 


ANDY HAWRELIAK, 
President, 

St. Catharines-Niagara 
Real Estate Board. 
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resort properties 
MOVING? 


For fast action, list your summer 
resorts, motels, hotels and 
lodges in 


Canadian 


TRAVEL 


Business 


The voice of the Tourist Industry 


7,500 Circulation 
Every one a prospective buyer 


Write 
Box 66, Toronto |18, Ontario 
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o Your Secretary Reports 


Exceptional progress in “S55” 


It is indeed a pleasure to present 
the Secretary's Report to the Direct- 
orate and Membership of The Cana- 
dian Association of Real Estate 
Boards. It is always an enjoyable 
task to report execptional progress 
and in my opinion, the Association has 
had one of the most outstanding years 
in its history. 


In the field of Membership, the As- 
sociation has carried on the aggres- 
sive policy established late in 1953 
and the membership figure now stands 
at 3,964. This represents a Member- 
ship increase of 1,145 since the time 
of the 1953 Conference with 270 
members being added to our roster 
to date this year. It is also significant 
to note the increase in Member 
Boards from 33 in 1953 to 50 at the 
time of this Conference, with 6 
Boards being added in the past 12 
months. 


You will recall that last year, your 
Directors saw fit to change the Fiscal 
Year of the Association from August 
3lst to December 31st. 
fore, necessary this year, to operate 
our Association for a 16 months’ 
period on a 12 months’ income. The 
figures that follow are not to be con- 
sidered as final for 1955 as they repre- 
sent the period to August 31st only. 
At the present, we enjoy a surplus 
of $10,071.92. To date, we have had 
an income in excess of $25,600.00 as 
compared to some $23,000.00 at this 
time last year. This, I feel, is an ex- 


cellent measure of the growth of our 
Association. 


Much has been accomplished by 
your Executive and Board of Directors 
in the past year. Possibly the major 
accomplishment will be the formation 
of the “Canadian Institute of Real- 
tors”. This Institute will be officially 
launched at this Conference and will 
mark the first Institute to operate 
under the umbrella of tne Canadian 
Association. Under the auspices of the 
Institute a correspondence course will 
be conducted through the extension 
department of the University of To- 
rento and will commence the first of 
October. You will all have the op- 
iirtunity of securing a first-hand re- 
tert of the Institute at the inaugural 


meeting which is scheduled for Wed- 
nesday, at 4:30 p.m. 
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It is, there-- 


During the past 12 months, your 
Association has produced the “new 
look” in our publication “The Cana- 
dian Realtor”. At the Board of Dir- 
ectors’ meeting yesterday, an amount 
equivalent to the expenditure of last 
year was put aside to continue this 
Publication. It is hoped that the 
Realtor will be self-sufficient at the 
end of next year and that there will 
be no cost to the Association—and it 
may be that some revenue will be re- 
alized in the not too distant future. 
Our new Realtor, I am sure, has added 
much to the prestige of real estate in 
Canada and is a Publication of which 
our Association can well be proud. 


Other projects completed through- 
out the past year include the publish- 
ing of the Roster of Members. For 
the first time, paid advertising was 
accepted in the Roster and I am 
pleased to report that this action will 
almost completely defray the cost of 
producing this valuable Association 
service. 


In 1955, a suggested procedure for 
establishing a co-operative listing Bu- 
reau was developed and sent to all 
member boards. At this time, it is 
interesting to note that 29 of our 
50 boards now offer the public the 
benefits of a co-operative, or multiple, 
listing service. 

A Conference advisory committee 
was established this year and this 
committee developed a standard pro- 
cedure to be used at future Annual 
Conferences. Your Association has 
appointed representatives to act on 
your behalf on the executive of the 
newly formed National Housing Coun- 
cil of Canada. In addition to the pro- 
jects I have mentioned there are, of 
course, many others that your Execu- 
tive and Directors have completed 
throughout 1955. 


To accomplish these tasks has 
meant a great deal of time and effort 
by your Executive and committee 
members. Countless committee meet- 
ings have been necessary and your 
executive have held 14 meetings in 
addition to the mid-term conference. 


In closing, I would like to congratu- 
late the Executive Committee, the 
Directors, Regional Vice-President 
and committee chairmen who have 
worked so conscientiously to bring 


BILL FOLLOWS 
EXECUTIVE SECRETARY 


about the excellent progress we have 
made in 1955. To our President, Mr. 
Jack Weber, I would like to pay trib- 
ute and congratulate him on his out- 
standing leadership, untiring efforts, 
and self-sacrifice. I might add at this 
time that I have considered it a privi- 
lege and a pleasure to have had the 
opportunity of working with Mr. 
Weber. The inspiring direction he has 
given us during the past year reflects 
in the standing of the Association 
which is the highest we have had in 
the past 12 years. 

Finally, on behalf of the members 
of C.A.R.E.B., my thanks to all those 
who have given so freely of their time 


and effort in the interests of our As- 
sociation. 


Many 


found 


realtors have 
the general in- 
surance business a pro- 


fitable 


estate. 


sideline to real 


Our group of indepen- 
dent companies _pro- 
vides the necessary fa- 


cilities. 
« 


WE WILL FORWARD 
INFORMATION ON 
AGENCY APPOINTMENTS 
ON REQUEST 


Massie and Renwick Ltd. 


COMPANY MANAGERS 


800 Bay St. Toronto 
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Mr. J. A. Weber, president 
of the Canadian Association of 
Real Estate Boards, is manag- 
ing-director of Weber Bros 


Report from the 


=— : PRESIDENT 


This month, the president's report is a recapitulation 
of the address delivered by President Jack Weber at the 
recent convention of the C.A.R.E.B. 


I have no startling message to bring to you but I do 
have the satisfaction of reporting some measure of pro- 
gress. During the year, I think perhaps the greatest 
single accomplishment was the setting up of the Canadian 
Institute of Realtors. This Institute is the first institute 
to be formed under the umbrella of the Canadian Associa- 
tion of Real Estate Boards. Its first job was to provide 
on a national basis, a correspondence course at a university 
level. I am pleased to report that this course got under 
way on October 1. We have 172 enrolled to take the 
course. 

The formation of this institute and the establishment 
of the correspondence course is not something that just 
happened this year. It is the culmination of the work 
done by many committees and the past officers of the 
association of many years. Our job this year was to 
implement much of the thinking that had developed in 
previous years. The men responsible for the terrific 
amount of work involved in forming the Institute and in 
developing the correspondence course were Messrs. Phil 
Bedford, Murray Bosley and Pat Harvey. They did a 
wonderful job and it is just impossible to express in words 
my appreciation for the work they have done. I firmly 
believe that we have taken the first major step towards 
raising our business to a professional status. 


The Canadian Realtor 


We were also successful this year in introducing the 
new Canadian Realtor. For the first time in our history 
we now have a proper magazine instead of a series of 
bulletins. Credit for this development goes to some con- 
siderable extent in the first place to our Executive Secret- 
ary, Bill Follows, because it was Bill who first sought out 
Mr. Bruce Barnett who is currently publishing the Cana- 
dian Realtor on our behalf. Credit for pushing the project 
through belongs to the Editorial Committee under the 
chairmanship of Mr. Bud Farlinger, ably assisted by a 
committee composed of Mr. Stewart Chambers, Mr. Fol- 
lows and Mr. Barnett. Here again, I believe we have 
taken a very impoziant step forward. I believe that in a 
country embracing such a vast area as does Canada that 
it is essential to any national organization to have a 
publication to knit more closely together the members 
from coast to coast. 

The Membership Committee under the chairmanship of 
Mr. Don Koyl has also done a very great job and as Mr. 
Follows has already reported to you, we now have 50 
Member Boards and an overall membership of some 4,000. 
This represents an increase of 6 new member boards and 
approximately 270 paid up members, 


6 


Mr. Follows has already given you a report on the 
financial standing of the Association and while it seems 
inevitable that we are going to end up on December 31st, 
1955 with a substantial deficit, I would point out to you 
that due to the change in our fiscal year end from August 
31st to December 31st, we are, this year, operating for a 
16 month period on a 12 month income. As at August 3l1st 
we showed a small surplus on the last twelve months’ 
operation. 


Committees 


While I have singled out in this report various specific 
committees for particular mention, this does not mean 
that the other committees of C.A.R.E.B. have not been 
doing a marvelous job. This afternoon you wil! be hearing 
from Mr. Luke Johnson, co-chairman with Mr. Fred 
Toshack, of the Constitution Committee. Mr. Johnson's 
Report will in itself indicate to you the amount of work 
that this committee has done. 


Mr. Seagrove, Chairman of the Co-operative Listing 
Committee, made a tour of Western Canada Boards and 
did a terrific job in promoting the Co-operative or Mult- 
iple Listing system in these centres. This is bound to have 
the result of greatly improving the strength of these 
Boards. 


The Financial Committee under the Chairmanship of 
Goodwin Gibson has had a rough year. They have done a 
great job of holding expenditures to a minimum and as a 
result of many meetings with the Toronto Real Estate 
Board have worked out what we all believe to be a mutual- 
ly satisfactory arrangement for the division of office and 
general overhead expenses. We are grateful indeed to the 
Toronto Real Estate Board for continuing help and sup- 
port. 


Yesterday you heard the report of Mr. Oliver, the Chair- 
man of the Resolutions committee and immediate past 
president, Hugh Shortill, Chairman of the nominating 
committee. Here again, their reports represent much work 
that is perhaps not too obvious to us on the surface. 


First Co-Op Survey 


This year the House and Statistical Committee under 
the chairmanship of Norm McFarlane of Ottawa for the 
first time published a survey on Co-operative Sales in 
Canada. Here again, is something new and an added ser- 
vice to our members, anc from the comments I have re- 
ceived is a very popular inxovation. This, of course, was 
in addition to the usual survey published in the August 
issue of the Realtor concerning real estate trends across 
the country. 


Continued page |5 





Your Appraisal Editor, J. 1. Stewart is 
a graduate of Toronto University and 
Osgoode Law Sciool. He has studied 
Business Administration and Appraisal. 
Mr. Stewart is Appraisal manager at 
Shortill & Hodgkins Ltd., Toronto. 
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The relation of Reproduction or Replacement costs to Selling Value 


By R. A. Davis, M.A.L, A.V.A. 


The question to be answered is as follows, what, if any, 
is the relationship between cost and selling value? Before 
attempting an answer let us first define cost, both re- 
production, and replacement and selling value. 


Cost is the money equivalent of the materials, labour, 
capital and services necessary to the creation of a build- 
ing. 


Reproduction Cost 

Reproduction cost is the cost of recreating a building 
using exactly the same materials that are a part of the 
building whose cost is being estimated. In other words, if 
subject building is an old one that is out of date, stylewise 
and functionally; or built with materials not in common 
use today perhaps because of their high cost, or scarcity, 
its reproduction cost is the cost of recreating this exact 
building including its functional obsolescence and building 
materials that contribute to the high costs. 


Replacement Cost 

On the other hand, it is sometimes desirable to know 
the replacement cost of a building in contradistinction to 
its reproduction cost. Replacement cost is defined as the 
cost of replacing the utility or usefulness of a building for 
a specific purpose. A building you may wish to list may 
have a 15-foot ceiling and the present and best use of 
this building is assumed to only require a 10-foot ceiling. 
The replacement cost of this 15-foot high building is the 
cust of recreating it only to a height of 10 feet. Thus, fre- 
quently replacement cost is less than reproduction cost 
which in this illustration is the cost of the 15-foot height 


irrespective of the need or usefulness of the last 5 feet of 
wall. 


The distinction between these two costs is an important 


one. Unfortunately, common usage by assessors, courts 


and Insurance Companies sometimes fail to fully dis- 
tinguish between the two. 


Selling Value 


Selling value is taken to be market value or that price 
at which a property would be expected to sell to a willing 
and informed buyer. Therefore it follows that selling 
value refers to land as well as buildings. Selling value is 


the market value of these two component parts of a 


hang considered as an entity, whereas cost as it is 
thought of so far only refers to a building. To building 
“st then, must be added land value and thereby we come 


closer to the relationship that exists between cost and 
selling value. 


CANADIAN REALTOR — OCTOBER, 1955 


Robert A. Davis, M.A.I., 
A.U.A. is a Real Estate 
Broker, Insurance Agent, 
Appraiser and Lecturer 
with 10 years experience 
in these and related 
fields. He is an Appraiser 
for corporations, private 
clients, Insurance and 
Trust companies and has 
appraised for Federal 
Government expropria- 
tions. Completed A.I.R.- 
E.A. Real Estate Apprais- 
al courses at M.I.T. 1951; 
is past president of Brant- 
ford Realtors Association 
Inc.; director of Hamilton 
chapter Appraisal Insti- 
tute of Canada. Members 
of A.I.R.E.A. and the Ap- 
praisal Institute of 


Canada. 


If a property is presently being developed to its highest, 
best and most profitable use and the building is a new 
one then the reproduction cost of the building ptus land 
value: should equal selling value, and so it does except 
in times of excessive demand for and extreme limited 
supply of property. 

Frequently a building is not new or even if it is new, 
it may be functionally inadequate or deficient to an extent 
that its value is less than its cost from the moment it was 
conceived on the drawing board. Poor location is another 
reason that may cause a building’s value to be less than 
its cost. 


Depreciation 

In such cases, depreciation exists. Depreciation is 
nothing more nor less than the difference between repro- 
duction cost and selling value as of the same date. To re- 
late such a building’s cost to its selling value one must 
measure the extent of depreciation, which is the connect- 
ing link between the two. 

A principle has been enunciated which is based on the 
action of buyers in the market not being willing, under 
ordinary circumstances, to pay more for a property than 
its cost of reproduction. It is known as the Principle of 
Substitution and it affirms that a buyer does not ordinar- 
ily pay more for a property than the cost of creating an 
equally desirable substitute property provided there is no 
undue delay occasioned by the substitution. 


Continued page 25 


7 





; 


% 


“eS pSV 


t 
seiw 

. 

SV Vaasa s 4 


\ 


NOP TED Pt 


mel tll Miia ah iT RL LES AL EAE ALLS —— 


Oi es ic tS a kt ik a a i at acelin a A I itt TANS, Nit tse 


Realtors from coast to coast who attended the Edmonton Convention are pictured above at the openin 


CONFERENC 


by W. J. Shortill 


Shortill & Hodgkins Ltd. 
Toronto 


Mr. Chairman, Ladies and Gentle- 
men, I have been asked by your Presi- 
dent to report on the Convention held 
in Edmonton last week, namely the 
12th Annual Convention of the Cana- 
dian Association of Real Estate 
Boards. This was the greatest R. E. 
Conference ever held in Canada. Your 
Association is on the march. At the 
present time we have 50 Boards from 
Coast to Coast in 50 Cities and Towns 
and in 9 Provinces. In addition, we 
have our first member from New- 
foundland. We have a new President 
in the person of Roy A. Patterson from 


“ : Sater yt a ast Montreal, a bi-lingual President. Your 
Your executive are, front row, left to right; J. S. Stevenson, Winnipeg, vice- | 1956 Conference will be held in Hali- 


president; Roy A. Patterson, Montreal, president; Murray Bosley, Toronto, vice- | fax and in 1957 we go to Vancouver. 
president. Back row: Bill Follows, Toronto, Executive Secretary; and regional =In 1958 we believe we will be invited 
vice-presidents, Andrew Turpie, Winnipeg; Aubrey Edwards, Calgary; Don to Montreal, Quebec. I cannot recom- 
Koyl, Saskatoon; John F. Ritcey, Moncton; Col. H. R. Fullerton, Vancouver; mend to you too strongly that you 
J. S. Roy, Halifax; and P. J. Harvey, Brantford, Ontario regional vice-president start now to plan to attend the Hali- 
(absent). fax Conference. 
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‘+e “Macdonald Hotel where 563 attendants were registered. Everyone agreed it was the biggest and best yet. 
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Photo by Wells Studios 
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Now, you may say, why go to Con- ‘ 
ventions. Quite apart from the friends i 
that you acquire Coast to Coast in our , : } 
ousiness—let me tell you that I know fie ry F Fie 4 
of 3 deals that have originated in the rN ae : < : 4 
past 2 years at our National Confer- 4 VAG 4 . S Ag 
ences. One Realtor made a contact Lil : 
two years ago from which he sold ; 
$250,000.00 worth of land and made a 
commission of $12,500.00. In all sin- 
cerity, I say you cannot afford to stay 
away from your National Conference 
—quite apart from the fact that you | a 
can deduct it from your income tax. 
In my humble opinion, Edmonton 4\ 
had the best Conference that I have vs 


Lg 
ever seen. Western nicht, Tuesday, ci re , : ; 
the 2nd night, was most colourful. P 
It was like a miniature Calgary Stam- 2g 1. 9 


pede with everyone in the West wear- 


ing their colourful cowboy hats, Here are some of the officers of the newly formed Canadian Institute of Real- 
trousers, boots, etc. Two orchestras 


; tors. J. A. Weber was elected as the first president of the Institute. They are, 

and pandemonium something ter- é - 
rifie; and to top all this, Saturday left to right: B. R. Ker, Victoria; Don H. Koyl, Saskatoon; J. A. Weber, Edmon- 
night we had the pleasure of having ton; Murray Bosley, Toronto and Clair J. Cote of Calgary. The setting up of 
Miss Hawaii at our party who danced _— the Canadian Institute of Realtors is heralded as one of the most progressive 


Continued page 26 moves toward putting the real estate business on more professional level. 
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Weslorm night was devoted to as wl laughs with. dress optional, held at the Lakeview Pavilion 28 miles eutdde Edm 
ton. Here, J. A. Lowden of Montreal spins an eastern yarn to Pat Follows, Toronto, Davis K. Jackson, Kansas, and the 


Kelleys of Calgary. 


Western welcome made this confere 


Ernie Oliver a donkey sandwiched | in midst of beautiful 
huddle, demonstrates the fine points of high kicking. 
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Reels and squares, hoots and hollers filled the pavilion 
during square dancing led by group of professionals. 
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Mr. and Mrs. H. A. Clarke of Port Credit line up for the 
barbecued spareribs served to some 600 odd guests. 
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A group of hungry Winnipegers take time out to eat. The 
fellow extreme right is Andy (Boy was | hungry) Turpie. 
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The Ottawa Real Estate Board was weil represented at the conference. Here a group of them pose for the roving photog- 


rapher. 


If you look hard enough you're bound to recognize some of them behind those broad and cheerful grins. 


in outstanding one in Association's history 
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While men disappear into a huddle, wives chat after a 
luncheon held at the Hillcrest Country Club. 
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Vancouver delegation wishes everyone to know they ex- 
tend a hearty invitation to the Conference in 1957. 
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Sinienimaail® | A « “das . ail 
President elect, Roy A. Patterson presents Mrs. J. A. 
Weber with a bouquet of roses at the final banquet. 


Hiei c.. 8 ion i : cee win. > wt lad 
Residential Panel: Bob Pound, Don Koyl, Ivan C. Robison 
(moderator), Murray Bosley, C.R.Simonite and Bert Katz. 
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Fiow to 


How often have you heard these “fa- 
mous last words” over your telephone? 
“Thank you—lI'll call later if I like 
the outside,” or “Thanks for the in- 
formation, I’m just starting to look 
around.” 


People inquiring by telephone are 
usually ready and able to buy. They 
are interested in your service or prop- 
erty. But .. . Too often these pros- 
pects become lost sales simply because 
they meet indifference or complete 
lack of sales initiative. 





Be polite and 
interested 


Sure ... you have good real estate, 
your prices are right and you do a 
big volume of sales every year. But 
... How many names are you getting 
when you match them up with the 
volume of telephone inquiries received 
on the average day? 


When a prospect suys, “I'll look at 
the outside,” chances are he is not 
completely sold and don’t forget he 
will call plenty of other brokers, if 
and when he decides to buy. The tele- 
phone customer can’t see the item he 
thinks he needs. It’s up to you and 
your voice to change his initial want 
into strong buying desire. 
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Sell 


(Prepared in co-operation with the Bell 
Telephone Company of Canada.) 


Plan Your Talk 


A plan helps sell your property or 
service, and adds up to more sales 
dollars. 


Know Your Property. Have the 
facts. You will be better able to serve 
each prospect’s need if you Know all 
about it. If a caller is interested 
enough in an ad or sign to invest in 
a telephone call, it’s up to you to keep 
his enthusiasm at a high pitch. 


A well-informed answer, plus an 
assurance of your property’s quality, 
work the caller into a buying frame of 
mind. 





Plan your tolx 


Mr. Prospect: ‘“What’s that three- 
bedroom ranch home you've got ad- 
vertised today?” 


Mr. Realtor:‘That’s one of the most 
attractive offerings we have. It’s in 
splendid condition and the owner has 
agreed to a most realistic price.” 


Prospect’s curiosity may be damp- 
ened by such evasive, smug replies as: 
“It’s priced at $18,500, and worth it.” 


taking the telephone too much for granted. 
Today, more and more business is trans- 
acted over the phone and it is of 


paramount importance that you and your 


organization know....... 


by Telephone 


Select Descriptive Words. Help 
your prospective buyer to visualize 
your product and fully understand 
just how much your service will do 
for him. Example: “It's light brick 
with red tile roof,” not, ‘it is of sub- 
stantial construction. 


List All Essential Facts. Be ex- 
plicit. Do not assume the caller knows 
a thing about listing. “It’s in the New 
Fairview School district, half a block 
from the Tenth Avenue bus line, on 
a level, shady lot, 75 x 200, and 
amongst equally attractive and well- 
cared-for homes. It would really be 
worth your time to look through it. 
Have you half an hour this afternoon, 
or would this evening be better?” 

It can be embarrassing if the pros- 
pective buyer asks a question that you 
can’t answer. Every “I don’t know” 
reply from you stirs a ‘“‘buy elsewhere” 
thought in your caller. If you don't 
know, find the answer immediately 
and tell him. 


Space Sales Points 


Save something to meet reluctance 
on your first try. If your first sales 
points do not fulfill the prospect's 
need—have something with which you 
can try again. 


Anticipate Common Objections. It’s 
much easier to come up with honest, 
complete answers, if you know in ad- 
vance what the objections might be. 
For instance, if the objection is price, 
point out that top quality means 


Those famous last words — “Thank you I'I| 
call back if | like the outside” is the ' 
death of another sale. Maybe you're 


a 
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economy in long-term living comforts. 
In so doing, you develop confidence in 
your buyer — confidence in you and 
your listings. If you don’t dig out the 
hidden features or benefits of what 
you're trying to sell in properties, two 
things will probably happen. First, 
you might be asked questions you 
can't answer. Second, these questions 
might irritate you just a little. Re- 
member, you might win the argument 

but lose the sale through lack of 
preparation. 


Anticipate objections 


Phrase Your Request to Buy. De- 
cide how you are going to get the 
caller to commit himself. Use the 
“which”, not the “don’t you think” 
method. A choice makes it difficult 
for the buyer to say “no”. 


This same holds true when making 
an appointment by telephone. Offer 
a choice between two positives—not 
a positive and a negative: “Would 
you like to look at several other nice 
homes, or only the one you called 
about?” 


Talk Your Plan 


Armed with self assurance, you are 
now ready to test your buyer’s re- 
actions. 


Be ready for Your Customer. Have 
your listing sheets conveniently lo- 
cated. Welcome your caller with a 
prompt answer. 


Listen to Your Caller. Pay atten- 
tion and note what the prospect has 
to say. He gives you facts about his 
needs which are important in fitting 
him to a listing. Don’t interrupt. 
One valued bit of information is his 
name. Listen carefully and write it 
down. If you’re uncertain, ask him 
to repeat it or spell it immediately— 
don’t wait until the end of the con- 
versation. Use it frequently and make 
him feel like an individual rather than 
just another telephone voice. 


One word of warning—if the cus- 
tomer does not want to give his name, 
don't insist on it. Telephone callers 
should have the privilege of non- 
identity until they are ready to do 


business with you—but at least ask 
for it. 
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Ask Leading Questions. Help him 
to create his own need. Be sure your 
questions are pertinent and do not re- 
quire repetition of previous'y offered 
information. Phrase questions so that 
you get a “yes” response—making it 
harder for him to say “no” later on. 


Asking questions helps you to gain 
control of the conversation. After 
answering the caller’s opening ques- 
tion, you can lead the conversation 
and put your plan to work. 


Caller: “I would like to inquire 
about your Erie Avenue house.” 


Salesman: “Yes, Ma’am—that is 
1982 Erie Avenue, with four bedrooms 
and two baths. Is that the size of 
home in which you're interested?” 


Ask leading questions 


Visualize Your Caller. You can 
polish telephone selling technique by 
talking with the customer, not at him. 
Try to see things as he does and then 
talk his language. That’s good sales 
“BUYOLOGY”. 


Be Alert to Hidden Needs. Try to 
promote a “necessity awareness” in 
your caller. Your appraisal of his 
problems and tactful questioning will 
show your interest and help him to 
better realize his needs. Put yourself 
in his shoes! 


Emphasize Good Buys. If the caller 
insists on a particular neighborhood 
“he’s been living in for years’, don’t 
try to switch him to another which 
you know is equally desirable or where 
you have listings. You can still make 
your bid through co-operation or 
multiple listings. 


(33. 
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Listen attentively 


Clinching the Sale. An awareness 
of each prospect’s readiness to buy is 
one of the most vital lessons in effect- 
ive selling. Even the smoothest pre- 
sale strategy can be jinxed by a fum- 
bling and uncertain attitude once the 


caller has decided to look. When you 
have wilted the customer's hesitancy 
to make a date, it’s time for your 
finale: “Fine, Mr. Brown. Let me ar- 
range to show it today.’”’ Not—When 
you decide you want to look, Mr. 
Brown, call us.”’ In the latter case, 
the salesman is actually suggesting 
the prospect spend time in mulling 
over whether or not he really wants 
to look or if his budget can handle it. 


Show oppreciation 


Show Appreciation. Whether there’s 
interest or not, leave the caller with a 
friendly feeling. Even if your listing 
does not meet his present require- 
ments, a pleasant attitude will help 
him remember you and your firm 
when he decides to call again. 


The Three Keys 


Your Voice, Your Telephone Per- 
sonality and Property Confidence all 
help turn telephone inquiries into 
sales. Knowing that your property is 
attractive and fairly priced, you can 
be enthusiastic about it only through 
your voice and the words you use. 
It should be an interesting voice as 
well as an interested one. It should 
carry assurance without being over- 
confident. Above all it should be 
friendly, for to sell we must make 
friends of our callers. 


Remember—your caller can’t help 
himself. He can’t see what he needs. 
Your voice has to do the job. 


Telephone Techniques 


Every time you answer or handle 
a telephone call, you can win or lose 
a friend for yourself or business for 
your firm. : 


That reminder, provided by The 
Bell Telephone Company of Canada, 
holds true for all people who use the 
telephone. 


When you do business by telephone 
the person on the other end of the 
line judges everything about you by 
what you say and how you say it. 
That’s why it has been said that “when 
we speak, we speak twice”. Our 
words can say one thing, and our voice 


Continued page 24 


13 





RS EO ON A et EN Crt tay Be aN ot ane main HO fmt ew 


avele -- Nye man ag eat. 


SM a hh lll A CS AO i nt lS gl A tee 





Conference Resolutions 


Resolution 1: Land Value 


Whereas the members of this As- 
sociation are from time to time 
charged with the responsibility of ad- 
vising property owners in matters 
pertaining to valuations for assess- 
ment and other purposes; 


And whereas the tables used by 
some assessment authorities and ap- 
praisers to arrive at valuations for 
land of varying depths were estab- 
lished almost 50 years ago; 

And whereas the pattern of land 
use has changed very greatly during 
that period largely as a result of the 
almost universal use of the auto- 
mobile, modern manufacturing needs 
and other factors; 


And whereas the relative value of 
land on the street front no longer 
bears the same relationship to value 
of land at the rear; 


And whereas the modern trends in 
shopping centres, industrial plants, 
parking lots and multiple family 
dwellings, and all other land uses with 
the exception of single family resi- 
dences, the above conditions are al- 
most universally true; 


And whereas progressive municipal- 
ities throughout the country have 
established zoning regulations which 
require ever increasing amounts of 
land and which recognize the change 
and restrict the use of land; 


Now therefore be it resolvéd that 
this Association take steps forthwith 
to have this problem carefully and 
thoroughly studied with a view to 
establish proper standards for the 
valuation of lands of varying depths 
in the light of these changed condi- 
tions. 


Resolution 2: Licensing 
Realtors 


Whereas in the opinion of this As- 
sociation it is desirable that all real 
estate agents and brokers should be 
licensed; 


And whereas under the British 
North America Act matters of real 
property are a responsibility of the 
Provincial Governments; 


And whereas in the opinion of this 
Association, real estate agents have 
as their ultimate goal self-regulation; 


Now therefore be it resolved that a 
standing committee of this Association 
be appointed to constantly define and 
re-define what in C.A.R.E.B.’s opinion 
would constitute an ideal licensing 
authority. 


Resolution 3: Thanks to 
NAREB members 


Whereas several members of the 
National Association of Real Estate 
Boards, practicing realtors in the 
U.S.A. attended this conference and 
contributed greatly to its success by 
their assistance on our panels and in 
our sessions. 


Therefore be it resolved that this 
Association records its sincere appre- 
ciation to our American visitors for 
being present at this, our 12th An- 
nual Convention, and giving us the 
benefit of their knowledge and friend- 
ship. 


Resolution 4: Appreciation 


Whereas this 12th Annual Conven- 
tion of the Canadian Association of 
Real Estate Boards held at Edmon- 
ton, September 19-21, 1955, has been 
an outstanding success; 


Therefore be it resolved that this 
Association records its heartfelt 
thanks and appreciation to the host 
board and all those individuals who 
have contributed to its outstanding 
success. 


Resolution 5: Membership 
Dues 


Whereas the _ Directors of 
C.A.R.E.B. having recommended the 
increase in the active member dues 
from $7.50 to $10.00, after giving care- 
ful consideration to the problem of 
the finances of C.A.R.E.B. and having 
received a favourable expression of 
opinion from member boards from 
coast to coast; 

Therefore be it res..ived that effect- 
ive from January Ist, 1956, the Active 
Member Dues shall be $10.00 per 
annum. — 


Resolution 6: General 


It is resolved that this Association 
records its appreciation and thanks 
to the press, radio and the Macdonald 


Hotel and Staff, for their co-operation 
and very efficient service. 

It is resolved that the following 
letter be sent to the City of Edmon- 
ton: 

“We wish to thank the Mayor and 

the Council of the City of Edmon- 

ton for their very sincere welcome 
of the delegates to the 12th Annual 

Convention of the C.A.R.E.B. here in 

Edmonton, September 19-21, 1955, 

and their co-operation in the out- 

standing success of the said Con- 
vention.” 

It is resolved that this Convention 
record its sincere appreciation of the 
kind assistance given by the follow- 
ing: Government of Aiberta, City of 
Edmonton, Edmonton Co-Op Bureau. 
Calgary Co-Op Bureau, Canada 
Permanent Mortgage, Edmonton 
Journal, Winnipeg Real Estate Board, 
Credit Foncier Franco-Canadien, Ed- 
monton Golf and Country Club, and 
the Mayfair Golf and Country Club. 


OTTAWA 
53% of all families 


with a combined income 
of $6,000 or more 


read 


THE JOURITAL 


Gruneau Research Limited 
1954 Survey of Ottawa Buying Power 


yet 


JOURNAL WANT ADS 


cost no more! 


IN OTTAWA 


Successful Real Estate Men 
use 


Journal: Want Ads 


for more results 
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Report from the President 


Continued 


Mr. Turpie, Chairman of the Liaison Committee with 
the Appraisal Institute of Canada, has also done a lot of 
od work on behalf of furthering closer relations between 
the two organizations, and in fact has done such a good 
yb that he is now the Vice-President of the Appraisal 
Institute of Canada. 


This year we have published what might be termed a 
Manual of Conference Procedure. This was assembled 
under the direction of Mr. G. Gibson, Chairman of the 
Conference Advisory Committee and I feel will be of great 
value to future local conference committees. 


Last year at Niagara, the meeting saw fit to pass a 
resolution relative to setting up a committee to perform 
a complete fact finding survey on the subjects of slum 
clearance, public housing and a number of other items. 
This tremendous task was assigned to Mr. Pat Harvey who 
lid a great deal of exploratory work in connection with 
the matter. Unfortunately the cost of doing such a survey 
has proven to be prohibitive and we have, therefore, been 
forced to shelve the matter for a year at least. I am in- 
deed appreciative, however, of the tremendous amount of 
work that Pat has done in this connection. 


You will note on your program that this afternoon a 
debate between the Hamilton and Vancouver Boards was 
scheduled. Unfortunately no Board saw fit to challenge 
Hamilton until Vancouver rose to the occasion in the 
month of August. It was found that this did not provide 
suflicient time to permit adequate preparation by either 
team of debaters and as a result a meeting was held in 
this connection early last Sunday morning and it was de- 
cided to abandon the debate for this year. I want to assure 
you, however, that these annual debates will in the future 
form an integral part of our Conference and definite ar- 
rangements have already been concluded whereby Van- 
couver and Hamilton will conduct a debate at the Con- 
ference in Halifax. Mr. Frank Long, Chairman of the 
Debating Committee, deserves much credit for the work 
he has done this year, even though through no fault of 
his the debate has not materialized. 


No report to you would be complete without reference 
to the very splendid job that Mr. Stan Melton and his 
Convention Committee have done in setting up this, our 
i2th Annual Conference. I am most grateful to them. 
The fact that we have some 553 registered at the Confer- 
ence, the largest number in the history of our organiza- 
tion, is evidence enough in itself of the good work Stan 
and his committee have done. 


It is difficult for me to properly express to Mr. Roy 
Patterson and Mr. Jack Stevenson, your Vice-Presidents, 
my appreciation for the wonderful support that they have 
kiven to me. Roy made a tour of the Maritimes and with 
the able assistance of such men as John Ritcey and Stew- 
art Roy, Regional Vice-Presidents for New Brunswick and 
Nova Scotia, did a woncerful job of promoting C.A.R.E.B. 
in this section of the country. On the other side of Can- 
ada, Ivor Parry, Regional Vice-President for British 
Columbia, organized a tour of that Province for myself 
and Mr. Koyl, which I believe was most successful. I be- 
a that we are assured that in 1956 we will have a very 
large increase in membership from the Province of British 
Columbia. I would also like to again express my apprecia- 


‘wn at this point for the $1000.00 donation given to us by’ 


the Vancouver Real Estate Board. It was a very generous 
kesture indeed. 
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Andy Turpie, Regional Vice-President for Manitoba, 
Stan Melton, Regional Vice-President for Alberta, Don 
Koyl, Regional Vice-President for Saskatchewan, George 
Couillard, Regional Vice-President for the Province of 
Quebec and Pat Harvey, Regional Vice-President for On- 
tario have all done a splendid job in their respective 
provinces. As a matter of fact, during my term of office 
to date, there has not been a single person who has in any 
way let we down. At dinner on Monday night I expressed 
my appreciation to the members of the Eastern and West- 
ern Executive Committees and to these men and those 
mentioned in this report should go whatever credit may be 
forthcoming for what has been accomplished this year. 


I would like to emphasize the fact that the mid‘term 
conference held in March of this year at which all the 
Regional Vice-Presidents, Committee Chairmen and Vice- 
Presidents were present, was to my way of thinking, the 
greatest force for getting things done than any other 
factor during the year. I cannot too strongly urge those 
who will follow to continue to hold such mid-term meet- 
ings as I firmly believe they are indeed worth the expense 
and time involved. 


During the year to date I have gained the reputation 
among the officers and committee chairmen and Execu- 
tive Committee as being a most preclific letter writer. I 
must admit that I would much prefer to write you alla 
letter than to be standing here in front of you giving you 
a verbal report. Before, therefore, I gain the reputation 
of being a prolific speaker as well as letter writer, I will 
conclude this by saying to each and every member of 
C.A.R.E.B. my sincere thanks for the support you have 
given this year. @ 


Printing . .. 


by a well-trained staff with 
versatile skills 


is much better 
equipped to achieve results. 


Whatever you require, be it offset 
or letterpress, a short consultation 
with one of our representatives 
could quite easily save you many 
hours and thus assure you of greater 


value for your printing dollar. 


NORTHERN MINER PRESS LIMITED 


116 Richmond Street West 
TORONTO 1, CANADA — EMPIRE 8-3484 
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Ottawa Initiation Fee 
"Upped" 


The Ottawa Real Estate Board has 
recently upped its initiation fees to 
$500.00 for admittance into the Board. 
Three hundred dollars will be paid up- 
on the Active member being accepted 
into the Board, during which period 
the member must assure his worthi- 
ness to belong to the organization. 


* x * 


The jurisdictional area of the 
Ottawa Board has been extended, and 
is being incorporated in the Constitu- 
tion. The area, which formerly com- 
prised only the city itself, now occu- 
pies two complete townships on the 
Ontario side of the Ottawa River, as 
well as neighbouring municipalities on 
the Quebec shore. The complete area 
encompasses approximately 320 
square miles. 

cm cd * 

A map of existing sub-divisions 
within the city of Ottawa (the first 
one ever issued has been published 
by the Photo Co-operative Commit- 
tee. 


The growth of the city has been so 
spectacular in recent years that even 
Realtors were unable to keep their 
bearings in the r.ushrooming city. 
Hence the descriptive map. 


When submitting a Co-op listing to 
the Ottawa Board the sub-division is 
first given; then the street, and cross- 
reference street, further identifies the 
location. The Board staff produced 
the map and printed it on their 1250 
Multilith machine. 
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Association of 
Real Estate Boards 


Mr. Fred J. Bashaw is coming to 
Ottawa on November 14 for a one-day 
sales conference. The 250-man Ottawa 
Board is also inviting members from 
the St. Lawrence and Montreal areas. 


* * * 


A revised book of the Board's *‘Com- 
mission Charges and Standards of 
Practice” has just been published by 
the Constitution Committee, after 
a year of intensive work. The last 
edition was made in 1952. In the new 
rules and regulations a copy of the en- 
larged jurisdictional area is enclosed. 
In addition, a large coloured map of 
the jurisdictional area was presented 
to the Brokers for framing and hang- 
ing in their offices. 


* * * 


Finance Committee Chairman R. 
Wymark is reviewing various offers 
to bond Board members. 


President P. Hubert McKeown says 
“if bonding arrangements can be satis- 
factorily completed it will be an ex- 
cellent protection for the public, and 
added publicity for Board members”. 


* * * 


Over fifty people have qualified in 
the Photo Co-operative Committee's 
merchandising prize set-up for July 
to December, 1955, winning almost 
$1,000.00 in prizes. Norman McFar- 
lane, Co-op Chairman has announced. 
A coloured merchandise catalogue 
containing 1300 prizes was recently 
issued to create prize winning incen- 
tive among sales people. To qualify, 
the Board member must sell or list 
Photo Co-op property to the value of 
$30,000.00. 

~ * = 

Lively interest has been shown in 
the forthcoming C.A.R.E.B. corres- 
pondence course by Ottawa members, 
President Hugh McKeown has indi- 
cated. Approximately ten people have 
enrolled. 


The Board itself produces a com- 
pulsory educational programme for 
incoming Associate and Active mem- 
bers. This course is required study 
for new members, and an examination 
based upon it must be written within 


three months following Board enroll- 
ment. Text book used in “Funda- 
mentals of Real Estate” by J. I. Stew- 
art, barrister and realtor of Toronto. 
On entering the Board the new active 
or associate receives at a cost price 
of $5.00, a package “‘kit’’ of study ma- 
terial, which includes ‘Fundamentals 
of Real Estate”, “John Doe” forms, 
and the “Real Estate Salesman’s 
Handbook”, together with realty 
forms currently in use by Board 
members. 


Kitchener Waterloo 
Board Introduces Exams 


The K-W Real Estate Board has in- 
troduced an examination for all 
Broker applicants for membership. 
After a Broker applies for member- 
ship, he is given thirty days to pre- 
pare himself for examination which is 
in the form of a written examination 
on ethics, the rules of the Co-Op list- 
ing system, good business procedures, 
and the writing of Offers. He is also 
given a further oral examination con- 
ducted by the President of the Board 
or his nominee. One Broker has al- 
ready sat for the examination and 
passed successfully. 


All new salesmen, and salesmen re- 
requesting transfers, are also required 
to take an examination before being 
allowed to take part in Board activ- 
ities. The Executive feels that this 
will ensure that members can give 
a good standard of service to the pub- 
lic. 
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COAST TO COAST___ 


Halifax-Dartmouth 


“Halifax is a fine city—in fact, the 
best place to live in Canada,” D. J. 
Bird, County Planning Engineer, told 
the fifth annual dinner meeting of the 
Halifax-Dartmouth Real Estate Board 
this month. 

“I honestly think we would be very 
safe in advertising this as the best 
place to live in Canada,” he said, and 
the County Planning Board is doing its 
best to see that what goes on around 
the city is also good and no discredit 
to the centre.” 

He predicted that the metropolitan 
population would double during the 
next 25 to 40 years and that auto- 
mobile travel will increase even more 
rapidly than population. 

“Just to prove that this growth is 
taking place, we expect to issue more 
than 600 building permits this year,” 
said Mr. Bird. “This represents an in- 
vestment in dwellings alone of $10,- 
000,000 and a population increase of 
2,500 people—or an increase of be- 
tween eight and ten per cent in the 
area outside Halifax and Dartmouth. 

The full slate of officers for the 
Halifax-Dartmouth Real Estate Board 
was re-elected during the evening. 
They are: president, A. Sheffman, 
Town and Country Real Estate; Vice- 
president, G. S. Digby, Sun Life As- 
surance Co. of Canada; Directors, 
Mrs. Margaret Speed, Speed & Speed 
Real Estate; Douglas Robertson, The 
Eastern Trust Co.; Raymond Fergu- 
son, Eastern Builders and Sales Ltd.; 
L. E. Hyde, Hyde Real Estate; B. A. 
Gaffen, Gould Real Estate; K. A. Ross, 
Secretary. 


Brandon Board Starts 
Co-op Listings 

By the time this appears in print, 
another member Board of the Cana- 
dian Association will have entered the 
Co-operative Listing field. Final plans 
for the formation of a co-operative 
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listing service were discussed at a re- 
cent informal meeting of officials of 
the Brandon Real Estate Board with 
Andrew Turpie, Regional Vice-Presi- 
dent of the C.A.R.E.B. and draft rules 
and regulations, listing forms, etc., 
will be presented for approval at a 
meeting of the Board to be held 8th 
September. All indications are that 
within a month or two, the first Co-op 
Listing will be accepted by the Bran- 
don Board. 


M.R.E.A. Continues 
Members Drive 

Membership in the _ Association 
throughout rural Manitoba is slowly 
increasing despite a rather poor real 
estate market, due largely to grain 
marketing difficulties. The new style 
Canadian Realtor is being very well 
received and should help in stimulat- 
ing interest in organized real estate. 
The aim is to have 100% membership 
of those licensed agents in the Prov- 
ince who are actively engaged in the 
real estate business, so come on men, 
get in touch with that non-member 
agent in your town and get him to 
join. 


"Peg Board Appoints 
Special Committee 

Recently, the Winnipeg Board ap- 
pointed a special committee of promin- 
ent members to consider ways and 
means of raising the professional and 
ethical standards of its members, and 
of bringing to the attention of the 
public the advantages of dealing with 
members of the Board. Numerous far 
reaching recommendations are under 
consideration and will no doubt soon 
be presented to the membership for 
consideration. 


And Keeps Up Co-op 
Pace 

Another million dollar month for 
the Winnipeg Co-op Board in August. 
Last year’s sales totalled approximate- 
ly 5 million dollars. This year, to the 
end of August, the total is over 6 mil- 
lion. It certainly looks as though the 
aim of 7% million for 1955 will be 
considerably exceeded this year. 


And Still Has Time 
For Fun 

The fall Golf Tournament is planned 
for Southwood Country Club on 9th 
September and a good turnout is ex- 
pected. Dinner, refreshments, and 
prizes for exceptional performances 
make this a popular event with mem- 
bers, young and old alike. 
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Mr. K. I. Lyle 


ALBERTA ALBUIA 


A thumbnail sketch of your fellow Realtors 

in Alberta so you'll know who's who. 

Started in Real Estate business in 
Calgary in 1929 after some previous 
experience with a farm lands office in 
a smaller centre where he had been 
teaching school and operating a farm. 
Attended Alberta schools graduating 
from the Calgary Normal School in 
1923. Taught three years before enter- 
ing a broader field of service—real 
estate. 


After operating a real estate office 
known as Lyle Bros. Ltd. for several 
years without the benefit of an organ- 
ized board, realized the great need for 
a local board. Was instrumental in 
reviving interest in a former board 
organization which had been dormant 
for many years, beco.ning first the 
Secretary and then President of the 
Calgary Real Estate Board. While in 
that office could see the great advan- 
tage of organizing a provincial board 
which, with the help of Andy Whyte 
of Edmonton was accomplished in 
1946. Was inaugural President of that 
organization as well as the following 
year. 





Real Estate 
Association 


In 1947 at the Vancouver Confer- 
ence was elected Vice-President of the 
C.A.R.E.B. and President the follow- 
ing Fall at Hamilton. Following the 
year as President was Chairman of 
the Convention in 1950 at Calgary. 


During the many years of close 
association with the provincial and 
Canadian organizations, watched and 
aided the Calgary Board build up 
steadily and firmly from 15 members 
to its present membership of 150, and 
become one of the most soundly or- 
ganized boards in Western Canada. 
Also the Alberta Association become 
the model provincial organization of 
the West having been instrumental 
in a new provincial licensing Act and 
holding the respect and co-operation 
of the Government’s licensing officials 
throughout. 


Other affiliations—member Christ 
Church, Calgary (Anglican); 32- 
degree Mason; Shriner; appointed to 
Council, Calgary Chamber of Com- 
merce; two years on City wide re- 
zoning committee, and elected as Ald- 
erman of the City of Calgary Council 
1954. 

Wife Kay of undisclosed age. 


Children—a daughter Daneve, 21, 
and two British destroyers, Kent, 16, 
and Ricky, 14. 





Education:- 


The Education Committee of the 
Alberta Real Estate Association ad- 
vise that plans for this season's edu- 
cational courses at the University of 
Alberta will be finalized shortly. 
Courses will definitely be held, and 
full information will be sent along by 
mail to all members of the Alberta 
Association as soon as definite de- 
cisions are reached. A further report 
will also appear in the next issue o 
the Canadian Realtor. . 

Agent members of the Association 
are urged to encourage their salesmen 
to give serious consideration to im- 
proving their knowledge of the real 
estate business in all its phases 
through the medium of the excellent 
courses provided by the University of 


EXECUTIVE COMMITTEE 


Stanley Melton, President, Edmonton 
A. M. Edwards, Vice-President, Calgary 


Directors: G. Magnussen, Lethbridge; E. R. 
Wiseman, Red Deer; H. Molstad, Edmonton: 
D. Johnston, Calgary; E. J. Card, Cardston. 


W. Frank Johns, Secretary-Treasurer, 
308—8th Avenue West, Calgary 


Alberta Department of Extension in 
co-operation with the Alberta Real 
Estate Association. 


Golf Tournament:- 


The 1955 version of the Calgary 
Real Estate Board Golf Tournament is 
now history and all the divots have 
been carefully replaced. Thirty-three 
real estate men, representing sixteen 
different companies tackled the Ear] 
Grey Golf Course on Friday, August 
12th. 

Here are the winners—the trophies 
will be presented at the next regular 
meeting of the Board:— 

Low Gross Score— 

Mr. Bill Boswell— 
Heather Realty . ... . 82 

Low Net Score— 

Mr. Tommy Lyness— 
Campbell & Haliburton 86-14 72 

Highest Score Turned In— 

Mr. Cliff Nelson— 
Nichol & Brown. . . . 149 


The finder of the most lost balls 
which had not stopped rolling—Mr. 
Doug Muir (6). 

At the dinner following the game 
under the chairmanship of Mr. Jack 
Rich, it was unanimously agreed that 
the day had been most enjoyable de- 
spite the weather and it is planned to 
hold a similar tournament next year. 

P.S.—The search party sent out at 

dusk to locate Mr. Walter 
Brown and Mr. Earl Nichol 
discovered them on the 9th 
hole. They had subdivided the 
property and had sold three 
50’ lots overlooking the water 
hole. 


Calgary Co-op News:- 

The Calgary co-op continues a very 
brisk pace—at the end of the first 
eight months this year approximately 
$8,000,000 in sales had been written 
into the records. 


The introduction of the perforated _ 


sheets for picture listings was well 
received by the salesmen and office 
staffs alike, and several more com- 
panies have switched over to the 
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numbered district system in order to 
keep abreast of the tremendous flow 
of co-op listings. The first shipment 
of the new binders especially de- 
signed to hold co-op listings plus a pad 
of Offer to Purchase forms and a pad 
of listing contracts have now been 
sold out and an additional order 
placed with the factory down east. 
These binders are on display in the 
co-op office and many salesmen who 
have tried them out are of the opinion 
that they simplify their ‘“bookkeep- 
ing” problem. 


Congratulations are extended to 
Mr. Walter Pitcairn of Richards & 
Pitcairn, whose healthy sales and 
saleable listings won him the Gold 
Watch as the top man in the Calgary 
Co-op in August. 

The race for the six trips to be 
awarded next March Ist continues 
close. The lure of a trip for two to 
glamourous Hawaii has had quite an 
effect on the boys—here are the top 
ten co-op salesmen up to the end of 
August :— 

A. Leinweber 

Burn-Weber Agencies . 7,265 
M. Stenson 

Rich & Jackson . 
W. Pitcairn 

Richards & Pitcairn 
D. Tarves 

H. D. Tarves Realty 


L. Todd 
Todd Realty 


N. Partin 

D. M. Black Realty . 
H. Eder 

Rich & Jackson . 
D. Gillan 

Amalgamated Realty 
A. Van Walsum 

H. D. Tarves Realty 


J. Barrett 
Cambell & Haliburton . 


5,919 


5,265 


4,461 


4,274 


3,432 


3,231 


2,913 


2,787 


2,768 


Weber Bros. Agencies Ltd. 
Specializing in 
COMMERCIAL — INDUSTRIAL 


and 


RESIDENTIAL REAL ESTATE SALES 
PROPERTY MANAGEMENT & 
APPRAISALS 


J. A. WEBER 
Managing-Director 
P.O. Box 37, Edmonton 
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Best wishes for a speedy recovery 
are sent along to Mr. Harvey Jackson 
of the downtown Rich & Jackson 
office. Harvey is presently confined to 
the General Hospital. 


* * * 


The Alberta Real Estate Association 
announces with regret the death of 
Mr. Andy Olson, a salesman with Park 
Realty of Calgary, September 7th. Mr. 
Olson was a member of the Calgary 
Real Estate Board. 

AS *# * 

More than 20 applications have been 
received for the Calgary Real Estate 
Board lapel pins which will be pre- 
sented at the Annual Ladies’ Night 
Banquet early in December. The pins 
will be awarded to all those agents 
and salesmen who have been members 
of the Calgary Board for five years or 
more. We believe there are several 
other Calgarians who qualify but who 
have not as yet sent along the ap- 
plication—please do so in order that 
the pins may be ordered. 


Calgary 


The Calgary Real Estate Board re- 
gretfully records the death of a mem- 
ber agent Mr. H. H. Ellard (64) who 
operated Ellard Real Estate. Mr. El- 
lard passed away Sept. 19th. 


The Calgary Real Estate Board ex- 
tends heartiest congratulations to Ed- 
monton on an exceptionally fine Con- 
vention. Calgary registration totalled 
63 with 47 agents and salesmen and 
16 wives. 


CALGARY CO-OP 

The Calgary Real Estate Board Co- 
operative Listing Bureau continues 
to expand and over increased com- 
petition heartiest congratulations are 
extended to Mr. S. McRae of General 
Realty who was awarded the gold 
watch as top salesman for the month 
of September. 


Lethbridge 


Lethbridge Real Estate Board met 
in September under the chairmanship 
of the Educational Committee, and 
approved a plan to assist agents and 
salesmen to improve selling methods 
and techniques. 


This program—a study course to 
commence 3rd October—will feature 
films, special lectures and discussion 
groups. Tentative topics include:— 

How to list property; How to show 

property; The appraisal of proper- 

ty; Mortgage, Conventional N.H.A. 


and Home Improvement Loans; 
Legal Information; Classified, Dis- 
play, Radio and TV Advertising; 
Construction and Town Planning 
Facts; Personal appeal — what 
makes a salesman and sales ideas 
that click. 


Strip films with recorded comment- 
ary on the first two subjects were ob- 
tained by President Mr. L. Coward 
from the California Real Estate 
Board, the films were prepared by the 
University Extension of the Univer- 
sity Extension of the University of 
California, in co-operation with the 
Educational Committee of the Cal- 
ifornia Real Estate Association. 


PROFESSIONAL 
LISTINGS 


J. Donald Dewar 
BARRISTER & SOLICITOR 
4891 Dundas St. W., 


TORONTO (Etobicoke) 
BE. 1-1731 


Anderson, Bourdon, 
Sinclair & Walters 
BARRISTER & SOLICITORS 


2831 Dundas St. W. 
RO. 7-2127 


Humphrey & Locke 
BARRISTER & SOLICITORS 


330 Bay Street, 
TORONTO 
EM. 4-5238 


Hanks & Irwin 
ARCHITECTS 


2848 Bloor St. W., 
TORONTO 
RO. 6-4155 


Walter Smith & Co. 
Accountants & Auditors 


2461 Bloor St. West, 
TORONTO 
RO. 9-4113 


Rates for Professional Listings 


For six imsertions: .nn.......c.ecccsccccsscscacscereceeeee, $90.00 
For twelve insertions 0... ceecccsen-. $80.00 
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What organized Real Estate 
can do for you 


Is it coincidence that the substantial brokers are active members 
of their associations? An American expert wittily points the way 
to success for the out-numbered “lone wolf” operator. 


by C. Armel Nutter 


In the Real Estate business, you 
must acquire a reputation—but not 
like that famous bourbon “Old Grand 
Dad”. “It is a drink that can make 
you see double and act single.” License 
Acts were promoted by Realtors in 
the numerous states for the purpose 
of self control and policing the indus- 
try. It was a method of protecting 
the public and increasing the stand- 
ards of the industry and converting it 
to a Profession. A Realtor is like the 
definition of a bachelor: “One who 
cannot make the same mistake once.” 


A Realtor never gets excited or dis- 
turbed at criticism because he under- 
stands sales psychology and knows 
that there is only 22 inches difference 
between a kick in the pants and a 
pat on the back. When you get a 
complaint or a criticism that you think 
is unjust, don’t treat the public like 
some people do their relations—Just 
smile and try to explain your reason 
—and be diplomatic. 


Power of Words 


Words have the power to sell or the 
power to repel. Use the right words. 
When you go home, don’t say to your 
wife, “Your face would stop a clock,” 
but say, “Darling, when I look into 
your eyes—time stops.” You have 
said the same thing, but it’s the, ap- 
proach that counts. 


Comparison 


Comparison sometimes is very help- 
ful to all of us. A mirror is often 
times as good a medicine to each of us 
as a doctor can prescribe, when we 
see ourselves as others see us. Com- 
pare—Yellowstone—Old Faithful— 
with Niagara Falls. They are two 
great wonders of the World. Old 
Faithful is one of adornment and 
beauty and regular as clockwork. 
Niagara is also, but in addition, it is 
useful. It turns turbines and does 
something constructive. Thus our 
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Mr. Armel C. Nutter of Cam- 
den, New Jersey, is a man who 
has spent the best part of his 
life in the various fields of Real 
Estate. He is a graduate of the 
University of Delaware, attend- 
ed Temple and South Jersey law 
schools but is not a graduate. 
He is past president of the 
Camden Real Estate Board and 
has acted in almost every capa- 
city in his association with it. 
He was recently named to the 
governing council of the Inter- 
national Real Estate Federa- 
tion. Throughout his career he 
has actively participated in 
many organizations too numer- 
ous to mention. 


Realtor Organizations must be also 
useful. Your Real Estate Association 
is like Old Faithful—it has its attrac- 
tion, but to last, it must also be like 
Niagara—and constantly come up 
with new and helpful ideas and be 
useful. 


Leadership 


Leadership is a very necessary in- 
gredient to success. Only one in a 
hundred are leaders of men. The other 
99 are followers of women. 


Browning said: ‘In this world there 
are two kinds of people; I mean— 
The People who lift and the people 
who lean. For every lifter, there are 
20 who lean.” You who are here must 
be leaders and constantly striving to 
learn more and earn more. 


Teamwork 

Team work is an important part 
of any operation. You get more out of 
anything what you put in it individu- 
ally—but you get 10 times more out 
of it collectively than you do individu- 
ally. No individual can provide re- 


search and the many necessary ideas 
that joint enterprise in funds, know- 
ledge, and team work provide. If you 
go to a convention and trade a dollar 
with me, we each go home with a dol- 
lar, but if you give me an idea and | 
give you an idea, we go home with 
two ideas. I have never gone to a 
convention that I have not made a 
deal or got an idea—or made a con- 
tact that was very worthwhile. 


Co-operation 


Are you—Mr. Real Estate Broker— 
ignoring one of the best business as- 
sets available because you are not a 
member of your local real estate 
board? Look around you. Is it just a 
coincidence that so many successfu! 
and substantial brokers who have 
been in business over the vears in this 
community are members of the loca! 
board? Have you ever wondered why 
these men and women belong to this 
professional Realtors’ organization? 


Could it be that these competi- 
tors work in friendly cooperation, and 
that the results and dividends out- 
weigh the “lone wolf’’ approach? Can 
you paddle a canoe down a dark, 
treachereous stream alone without 
someone to help light the way or lend 
a guiding hand? . 


Through fellowship with your as- 
sociates you can do a more profes- 
sional job, from which not only you 
but also your community will benefit. 
This close relationship can only be at- 
tained through the medium of mem- 
bership in your local board. As an 
individual you get out of your efforts 
just what you put in; but you reap 
many times this single return when 
you tackle a problem in cooperation 
with others. 


What's in it for you? 

What does board affiliation hold in 
store for you? Primarily, it will en- 
able you to mold a professional bond 
with your business associates, not only 





locally, but also on the national scene. 
Membership in your local real estate 
board will help you help others and 
protect your business. 
Today, everyone needs to use his 
efforts where they count most. Under 
© discussion in various quarters of your 
National government are proposals of 
vital and distinct importance to you 
as a far-sighted businessman and to 
your community. 


A constant stream of information 
on the possibility of needless govern- 
ment controls over your business is a 
necessity today. Where will you be if 
an absolute price freeze is imposed 
upon all real estate? It can happen 
here. 


We ought not to forget old Ben 
Franklin’s words, ‘“‘We must all hang 
together, or assuredly we shall all 
hang separately.” You can contribute 
your best efforts for the sound future 
of your business through the solidar- 
ity of joint action by a real estate 
board. 


Members of our local real estate 
board are kept up-to-date on these 
and all other matters pertaining to 
real estate. When you join your local 
board, you are automatically enrolled 
into the National Association of Real 
Estate Boards. This Association edits 
and publishes HEADLINES for the 


{benefit of the nation’s 55,000 Realtors 


in more than 1,100 local real estate 
boards. 


Did you note the term Realtor? 
Those engaged in the real estate pro- 
fession who do not belong to local 
real estate boards, cannot call them- 
selves Realtors. The term can be 
used only by its members who are 
bound by the Realtor’s Code of Ethics. 
Your Board will protect that privi- 
lege. 


Join Now 


Pick up your phone now—not to- 
morrow—and tell the local board that 
you are interested in becoming a mem- 
ber. The board will be happy to send 
you complete educational data on the 
different institutes and the many 
business building benefits that you 
will receive as a member. 


Do you have a long range view? 
If so, you can’t afford not to be a 
Realtor. You can’t make footprints 
on the sands of time by sitting down, 
nor can you be like the parents that 
said setting a good example for your 
children takes all the fun out of mid- 
~@ydie life. You must learn to join with 
(Dtnem and this enjoyment and co- 

operation makes life worth living. 


Be a Booster—the poorest man in 
the world is not the one with the 
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least money, but the one with the least 
friends. Gratefulness is next to clean- 
liness—-and Cleanliness is next to God- 
liness. Honest appreciation is like a 
blood transfusion. We don’t express 
our appreciation as often as we 
should. 


Not Competitors 


Realtors are Cooperators — not 
Competitors. Talents are given us to 
make the world better and to help our 
fellowman. Let’s invest our talents, 
not bury them. Cooperation is some- 
times better explained by example. A 
guard who was escorting 400 inmates 
at an asylum was asked ‘Aren’t you 
afraid of being mobbed?” The guard 
replied ‘‘No—These people can’t get 
together.” They are icllowers—they 
cooperate. You know that the banana 
that leaves the bunch always gets 
skinned. 


Have you heard what happened to 
the girl who wore cotton stockings? 
Nothing. The same thing happens 
when an individual stays outside his 
real estate board, or his professional 
organization. He does not get the 
value of the Board’s Multiple Listings 
and many other services. He is like 
the definition of an Economist—One 
of God’s frozen people. 


Did you ever try to classify a pros- 
pect before going out to show a lady 
a property?—A youthful figure is 
what you get when you ask her age. 


Scandal is like an egg when it is 
hatched—it has wings. Reputation 
or Character is what you make it. 
Let’s all have a part in protecting it. 


The 4 most over-rated things in the 
World are: 


1. Home cooking. 

2. Texas. 

.3. Sex—Masculine, Feminine and 
Convertible. 


. A big man in a community who 
says ‘“‘Let George do it.” 


At the Top 


When you have climbed to the top 
of an organization, you have just be- 
gun to live. Your responsibilities have 
then become a duty, a pleasure and an 
obligation to others. 


A Realtor is always an optimist, 
imaginative, and should be an expert 
—and not an average man. - By the 
way, do you know what an average 
salesman is? He is the best of the 
worst, and the worst of the best. 


An expert has many definitions: 
1. A speaker 50 miles from home. 


2. A person who has done a thing 
at least once and knows how. 


3. One who can advise you to go 
wrong with confidence. : 

My daughter went to Katherine 
Gibbs Secretarial School in New York 
City, and there I picked up a folder 
that I thought would be appropriate in 
closing this talk. It read as follows: 


“The more you know, the further 
you go—and the sooner you get 
there.” What you learn after you 
know it all is what counts. 


Why Organization? 

Building a_ strong. organization 
should not be an interest in itself. It 
is only the means to the accomplish- 
ment of certain purposes which are for 
the good of the real estate calling. In 
the degree that these purposes can be 
attained and many members inter- 
ested in their accomplishment, the or- 
ganization will prosper and grow. 

The first purpose of a real estate 
organization should be to make its 
members more efficient in carrying on 
their business. To accomplish this, a 
constant program of exchange of ideas 
and education is necessary. This is a 
task in which every real estate board 
should be active and interested. 


Every board should have weekly 
meetings, at which members and out- 
side experts are called upon to discuss 
the newest and most efficient ideas in 
handling transactions and in promot- 
ing real estate ownership. A real 
estate board that meets only rarely 
is missing one of the greatest oppor- 
tunities for effective service that is 
open to it. Just as a suggestion, here’s 
a partial list of some of the topics and 
speakers which the Detroit board 
used last year. 


Planned Programs 

“You Can't Sell if You Can’t Fi- 
nance”, by Alfred Taylor, of the 
American life Insurance Company. 

“Let’s Learn About Abstracts and 
Titles”, by Col. Frank I. Kennedy, 
President of Abstract & Title Guar- 
anty Company. 

“The ABC’s of Land Contracts”, by 
Samuel Slavens, President of Slavens 
Contract Mortgage Company. 

“Appraising Makes Sales, Guess- 
Work Loses Sales”, by William R. 
Luedders, M.A.I. 

“The Do’s and Don’t’s of Real Estate 
Advertising”, by Harold Hallett, Pub- 
licity Department, Detroit Real Es- 
tate Board. 


Real Estate Education 


Every real estate board . . . however 
small . . . should also sponsor real 
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What organized 
Real Estate can 
do for you 


Continued 


estate classes for its members, and 
especially for the employees of mem- 
bers. There isn’t any better way to 
get people interested in becoming 
good salesmen or effective helpers in 
the real estate business than to have 
them study its fundamentals through 
formal instruction. This gives every- 
one associated with you in business a 
sense of a dignity and importance of 
the tasks they are doing. 


Scores of real estate boards have 
found that educational courses pull 
the members more closely together 
and moreover enhance the standing 
of all Realtors in the community. 
When the public realizes that you are 
taking your business seriously enough 
so that you are constantly carrying 
on formal instruction in its principles 
and techniques, naturally their opin- 
ion of you as a Realtor, and of your 
ability to serve them, is also en- 
hanced. 


As of now in the U.S., we have more 
than a hundred boards that are giving 
real estate courses and just as a 
sample, here’s the outline of a typical 
elementary course given by the Den- 
ver board: 


The Real Estate Business— 
What's in it for you. 

Denver—Past, Present, Future. 

How to Sell Yourself. 


Listing Information Every Sales- 
man Should Know. 


Price Your Listings Where They'll 
Sell. 


Make your Ads Work For You. 
Show it Right! 


Contracts—Know Them! 
Cooperative Selling Pays Off. 
Financing Makes Your Sale. 
Success Is A Realtor’s Business. 
List It, Process It, Sell It! 


Expand Property 
Ownership 


Another major purpose of real es- 
tate organizations must be to expand 
real estate ownership. We must con- 
stantly be active through local and 
nationwide advertising and publicity 
compaigns in explaining the public 
that real estate ownership is a second 
form of saving money for future social 
security, and that it’s the best way 
known to bring about that kind of 
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share holding in the community assets 
that makes for good citizenship. 


Canada can justly be proud of hav- 
ing the highest percentage of home 
ownership of any nation. In the U.S., 
56% of our families are home owning 
families. In Canada, the ratio is 60%. 
Congratulations to Canada on having 
attained this great record. 


Home Ownership is the one hope 
that: 

‘ (1) Provides against inflation. 

(2) Develops credit. 


(3) Gives security of possession 
from not moving. 


(4) Keeps down carrying costs. 

(5) Lets buyers have something 
to show beside worthless rent 
receipts. 

Deduction of interest and taxes 
against income tax—and rent 
cannot be charged off. 


Develops good citizenship and 

family responsibility — com- 

munity planning and pride. 
(8) It makes Democracy work. 


Remember, a home and a good wife 
are a real inspiration to a man. Ben 
Franklin came to Philadelphia, mar- 
ried a charming young lady and dis- 
covered electricity. You can’t measure 
the effect of the spark of home owner- 
ship. It is said “With nothing to ride 
in and no place to roam, it isn’t hard 
deciding There’s No Place Like 
Home.” 


The ownership of a home, a farm, 
or of other real estate is assuredly 
the best protection we have against 
communism and other isms that will 
destroy property rights and make of 
us all helpless creatures of centralized 
government without any restraints on 
its powers. It is not too much to say 
that the right to own property is per- 
haps the central issue of our time, 
since many great nations are now 
denying that such a right exists. 


Communism is a symptom—not a 
disease. It is a doctrine where people 
are just hungry for food, for friend- 
ship, freedom, security and family, and 
spiritual life. Communism is the love 
of Power. Christianity is the power 
of Love. 


If we can make 80 per cent of our 
people property owners in Canada and 
in the United States, I think we can 
feel much more secure about the sur- 
vival of private property, private 
enterprise, and the free institutions 
that we treasure. A bare majority of 
property owners is not enough to any 
country. Apparently, there are enough 
people with soft heads who may own 
their own homes or other property 
who, nevertheless, believe in the so- 


cialistic theories that are the plague 
of our times. So, let’s make it 80 per 
cent and be sure. 


This reminds me of the sign on the 
country cross roads that read, “Take 
care which rut you select-—you wil] 
be in it the next 20 miles.” 


Another thing that we must ex- 
plain to the public is that the surest 
investment in all the world for future 
security is land. The population of 
the world, now two-and-a-half billion, 
will double in the next 100 years. In 
the U.S., our population will double 
in 50 years. That of Canada will 
double in 40 years. The only nation 
in the world that is losing population 
is Ireland. 


When we consider that many na- 
tions are now overcrowded and hun- 
gry, and that only a sixth of our land 
can produce food, you will realize that 
the pressure upon the fertile acres of 
Canada and the United States to feed 
added millions will be constantly in- 
creasing. 


There are other growing uses of 
land that will press upon this limited 
resource. Space for living is the great 
modern luxury. The suburbanite 
wants at least 100-foot lots instead of 
40, which satisfied him a few years 
ago. Aviation is demanding more use 
of land. We need more land, too, for 
roads and for parking. Factories and 
business sprawl out increasingly in 
one-storey structures that eat up 
acres. You may think you have plenty 
of land now, but in 50 or 60 years the 
picture may be very different. 


We may find new atomic sources 
for fuel and energy, but there is no 
substitute for land. No one can go 
wrong in buying land. It is a more 
certain long range investment than 
any of the paper promises that come 
off printing presses which we call 
securities or government bonds. Every 
citizen of Canada should directly or 
indirectly be a shareholder in the land 
upon which our civilization is built. 
Here, then, is a wonderful sales op- 
portunity for the best commodity in 
the world, Real Estate. 


Another great objective of a real 
estate organization must be to pro- 
tect property rights. This means that 
every real estate board should be in- 
terested in local tax questions and 
provincial and national issues that 
affect real estate ownership. 


Certainly every real estate board 
should have a special committee on 
municipal affairs that watches the ta» 
rate and the local budget. Realtors 
should participate in the various gov- 
ernmental activities of their commun- 
ity as well. In the United States, we 
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are proud of the fact that some Real- 
tors serve as Mayors. Many serve on 
their local city councils, and several 
hundreds are active as members of 
city planning commissions. 


One principal reason why Realtors 
chould be especially interested in 
municipal matters is that about 90 
ner cent of the taxes collected in any 
community came from property. Of 
cuurse, many communities get added 
revenue from fees and from appropri- 
ations by larger units of government. 
\foreover, real property is still the 
mainstay of the support for schools 
and other vital municipal services. 


Trends - Jobs 


Of course, the Realtor has also a 
very important interest in having good 
and efficient local government and not 
simply in keeping down the taxes. 


Real estate gains much of its value 
from efficient municipal services, good 
streets, and good schools. As Realt- 
ors, we do not want to be simply 
gripers. We want to be constructive 
and make sure that every public ex- 
penditure in our community is wisely 
made. 


Oliver Wendell Holmes, one of our 
great Supreme Court Justices said, 
“It is not so much where you stand 
but which way you are going that 
counts.” 


Thus, we must also be alert in try- 
ing to widen the tax base so that 
every member of the community, in 
addition to the owners of property, 
does his share. The growing popular- 
ity of local and state sales taxes is a 
movement towards the widening of 
the tax base. Many communities are 
also charging service fees for water, 
sewers, garbage collection, and the 
like to make some services self-sus- 
taining. 

No doubt, every real estate board 
in Canada is doing some of this kind 
of work. We all must do more, how- 
ever, and do it effectively. We must 
know what we are talking about and 
we need research on a local and na- 


tionwide basis to have convincing 
facts for our case. 


Real Estate Research 


When we say that property owner- 
ship produces stable and good govern- 
ment, we should have a good histori- 
cal study to prove our case. When we 
say that home and property owner- 
ship is good for the individual and the 
community, we must be able to prove 
our point. When we discuss taxes, we 
must be able to show that real estate 
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is ever-burdened in comparison with 
other forms of wealth. 


As to broader issues in the protec- 
tion of property rights, when such 
matters as the control of rents or pub- 
lic housing are involved, we must know 
our facts. We must be able to show 
how disastrous such programs and 
policies have been in European nations 
generally. In France, rent control be- 
came a method of progressive con- 
fiscation of practically all rental 
property. 


A recent report stated that many 
tenants in Paris refuse to pay their 
rents, and that for political reasons 
no judges will issue an eviction notice. 
These tenants that are willing to pay 
do not in many cases pay enough to 
cover the taxes that are levied against 
the properties. 


In England, there have been many 
property owners who offered to deed 
their tenant-occupied buildings to-the 
local goverment in order to get out 
from under the responsibility of pro- 
viding shelter at a loss. 


Public housing in some countries, 
as in England, takes the bulk of the 
new housing market. In New York, in 
30 years, public housing has absorbed 
the bulk of new housing construction. 
Thirty years ago, private new con- 
struction amounted to 107,000 starts 
a year. Last year, the number of priv- 
ate housing starts was only 20,623, 
while public housing accounted for 
6,420 starts. Public housing is an in- 
siduous and dangerous temptation for 
politicians, who like to gather votes 
by offering constituents housing at 
less than cost, while the taxpayer 
foots the bill. 


Good mortgage financing based up- 
on long-term amortized mortgages, in- 
sured by government sponsored agen- 
cies, has been a development of the 
last 20 years which has greatly in- 
creased the number of home owners. 
Perhaps mortgage insurance and de- 
posit insurance to encourage savings, 
are the two most important contri- 
butions to the welfare of real estate 
that Canada and the United States 
have made in generations. This ac- 
counts for our prominence today in 
the number of home-owning families 
that we have in Canada and the United 
States. 


Legislative Work 


There are issues for which we need 
able national committees and a strong 
national organization. You must have 
a committee constantly on guard at 
Ottawa, as we must continue to main- 
tain our Realtors’ Washington Com- 
mittee in Washington. These are 





“MUSTS”, without which our calling 
and our business can meet with dis- 
appointment and disaster. And we 
must, therefore, have strong national 
organization, as well as strong local 
real estate boards. 


In our work for the enlargement of 
the number of real estate owners and 
the protection of property rights, we 
must each also enlist the help of prop- 
erty owners themselves. In the U‘S., 
we have some 50 million owners of 
real estate. The majority of the people 
in Canada also have a direct interest 
in the ownership of a home, a farm, 
or some other real estate. 


In seeking to protect property 
rights and to enlist the property 
owners in this effort, we are working 
not for our own selfish interests, but 
for the interests of the great majority. 
Let us, therefore, work with local 
property owners’ groups, wherever we 
can, but beyond this, let us also seek 
to develop a strong nationwide prop- 
erty owners’ organization with Real- 
tor know-how and backing. 


In Canada, you have the Canadian 
property owners’ association, and in 
the United States, we have the Amer- 
ican Real Property Federation, in 
which we have 74 organizations with 
constituents of 110,000. This is only 
a beginning. We hope soon to have 
900 local, state, and national organ- 
izations in our American Real Prop- 
erty Federation, with constituents of 
a million. Working jointly with such 
an organization, we can speak with 
great authority in our national affairs. 
I hope Canada will work side by side 
with us in building up a strong prop- 
erty owners’ organization to help pre- 
serve property rights and broaden 
real estate ownership. 


In order to do our bit in preserving 
rights in the international scene, we 
have created an International Real 
Estate Federation. Canada has been 
represented at some of its meetings, 
including the one last June at Geneva. 


The purpose of this Internationa! 
Federation is to maintain at least one 
voice in our international discussions 
in favor of private property rights. 
Nearly all the international groups 
today are trying in one way or another 
to whittle down or even destroy the 
right of the individual to own prop- 
erty. 


In this connection, it should be 
noted that when a Commission of the 
United Nations, headed by Mrs. 
Franklin D. Roosevelt, met to dis- 
cuss the Covenant of Human Rights, 
which is offered as a treaty for adop- 
tion by various nations, the question 
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of the individual's rights to own 
property came up. A long list of hu- 
man rights had been drawn up, in- 
cluding the right to free education, 
the right to a guaranteed living, the 
right to social security, the right to 
adequate housing, the right to free 
protection of health, and the right to 
“continuous improvement of living 
conditions”. Finally, in the words of 
a State Department bulletin, the fol- 
lowing action was taken: 


“The United States proposed that 
an article be included in the covenant 
recognizing the right of everyone to 
own property. The Commission de- 
cided for the present, however, not to 
include such an article.” 


It may surprise you to know that 
out of 18 nations represented, only 
two—the United States and Turkey 
were willing to vote “yes” on this pro- 
posal. If anything were needed to 
show how socialistic and hostile to 
property rights the thinking in inter- 
national circles is today, this should 
prove the case. 


I would ask, therefore, that the 
Canadian Association affiliate itself 
with the International Real Estate 
Federation, and be represented at its 
meeting next June in Vienna. The 
costs are nominal ®@ 


How to Sell by Telephone 


Continued 


another. Often a speaker's tone im- 
parts more than his words. 


If you could call yourself on the 
telephone what would you hear? 
Simply your voice and speech—your 
sole representatives. You would hear 
yourself as others hear you. 


What would be the answers to some 
of the questions you might ask your- 
self ... “Is my voice pleasing?” ... 
“Ts there a warmth about my greeting 
when I answer the telephone?” .. . 
“Does my voice convey the impres- 
sion of a helpful, alert person?” 


If you suspect that the answers to 
those questions might not be as 
favorable as you would want them to 
be, here are a few of the things to 
remember which should help you get 
the most out of telephone conversa- 
tions. 


How To Improve 


You can improve the clarity of your 
speech merely by speaking directly 
into the mouthpiece. The reason for 
this is that the telephone transmitter 
is designed to eliminate all room 
noises and pick up only sounds uttered 
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directly in front of it. When the lips 
are less than a quarter of an inch 
from the mouthpiece you get the best 
results. 


Speak to the person, not at the 
telephone. Use the caller’s name 
whenever you can, and picture him 
clearly in your mind—try to gain the 
illusion that you are talking face-to- 
face. 


When your telephone bell rings and 
you are ready to answer, always re- 
member that your first words are im- 
portant. You don’t know who is call- 
ing, but it may be one of your com- 
pany’s best customers .. . or a pros- 
pective customer making enquiries 
. . . Or maybe even the boss with that 
long-awaited raise. 


Avoid such indefinite and time- 
wasting expressions as “Hello” and 
“Yes”. It is much better to identify 
yourself by announcing your name or 
the name of your department, depend- 
ing on which you think will be most 
helpful to the caller. 


For example, you might say “Brown 
here” or “Brown speaking’”—‘“Policy- 
holders’ service department, Brown 
speaking.” Your own identification 
made, the person calling will probably 
respond by identifying himself. 


If you are answering another per- 
son’s telephone, give that person’s 
name. Examples might be—‘Mr. 
Smith’s office” “Policyholders’ 
service department, Mr. Smith's tele- 
phone”... “Mr. Smith's office, Miss 
Jones speaking.” ‘ 


When you answer another person's 
telephone, try to find out who is call- 
ing, if he does not identify himself. 
The best way to do this without ap- 
pearing inquisitive, and to make it 
clear that the information is for the 
other person, is to ask a question like 
one of: 


“May I tell him who is calling, 
please?” 


“May I take a message for him, 
please?” 


Would you like to have him call 
you?” 


Telephone Etiquette 


Here are some furth. > tips on tele- 
phone etiquette. When it is really 
necessary to interrupt, first ask per- 
mission of the other person and ex- 
plain what you are going to do. For 


instance—“Will you hold the line,. 


please, while I find out about that?” 


On returning to the telephone, if 
there has been some delay, thank the 
other person for waiting. It’s as 
simple as this—‘‘Thank you for wait- 


ing, Mr. Smith,” or “I’m sorry to have 
kept you waiting, Mr. Smith.” 


If you require a little more time to 
garner your information, offer to call 
the other person back later. You 
might say—“'I’m sorry, but it will take 
a little time to get that information. 
If you wish, I’J1 call you back as soon 
as I have it.” 


Up to now, you have been the per- 
son receiving a telephone call. To get 
the other viewpoint, let’s reverse the 
situation—you are the one calling and 
presenting yourself to the other per- 
son. The underlying ideas are the 
same. You want to make a good im- 
pression and receive a welcoming 
answer. 


Self-introduction is an important 
matter—from your point of view any- 
way. As you are the caller, you are 
in the position of wanting something 
—either service or a hearing for what- 
ever you may desire to promote or 
sell. In either case, your cause will be 
aided by genuine, well-expressed 
courtesy. 


If the person you are calling ans- 
wers and identifies himself, promptly 
announce your name and, if desirable, 
the firm's name: 


“This is Wood, of the Super Real 
Estate.” 


When you leave word for someone 
to call you, leave both your name and 
telephone number. Be sure the per- 
son with whom you leave the message 
gets it correctly. 


When you have finished a telephone 
call and said “Good-bye” or ‘“Thank 
you”, replace the receiver carefully 
on the telephone cradle. Slamming 
down the receiver can be likened to 
slamming the door after an actual 
visit. 


Your Voice 


We are not born with a voice. We 
are born with the ability to expel air 
from the lungs and as we contract 
our vocal chords and as the air passes 
through them a sound wave or tone 
is set up. The tone passes through the 
throat over the base of the tongue 
and out between the teeth and the 
lips. Movement of the tongue, the 
teeth, and the lips molds or “mouths” 
that sound into broken sections which 
we call words. 


Two of the most common faults of 
speech are: (1) talking without suffici- 
ent air in the lungs, and (2) lack of 
mouth energy which has been called 
lip laziness or tongue laziness. Most 
people can make immediate improve- 
ments in their speech by merely using 
more energy. @ 
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Relation ©: Reproduction or 
Replacement costs to Selling Value 
Continued 


So the next time you list a new home, ask yourself— 
What is the cost of recreating this property? If you list 
it much above its cost you will have a tough time in the 
selling. If it is an older property you will want to esti- 
mate the depreciation but more about that in another 
article. 


Lastly a word about building cost estimation. There 
are three methods available. Each has its place in the 
process of estimating depending on the accuracy required 
and the time available for making the estimate. 


The most detailed, accurate and costly method is the 
quantity survey method which is the same process that a 
builder uses in setting up cost estimate prior to quoting 
ou a project. The quantities of concrete, brick, plaster, 
wiring, lumber, and labour, etc., are estimated to which 
are added overhead, profit and indirect costs such as sell- 
ing and financing. 


The second most accurate and less costly method is 
known as the unit-in-place method. Here it is necessary 
to have a working knowledge of the unit costs of materials 
in place. Let us suppose that house foundations of con- 
crete can be erected normally for $18. A cubic yard of 
concrete in place. This amount then can be used to cal- 
culate the cost of a particular foundation comparable in 
shape and size to those built for $18 a cubic yard. Brick 
veneer in some localities can be installed for $130 a thou- 
sand. This then is the unit to use in calculating the cost 
of a particular house once the number of bricks is esti- 
mated. Likewise plaster at $1.40 a square yard, wiring at 
$3.00 an outlet are unit-in-place costs which can be used 
to estimate cost less accurately but faster and at less cost 
than the quantity survey method but more accurately 
than the third, the square or cubic foot method. 


This third method is the fastest, least expensive and 
most inaccurate one. However, it is widely used and justi- 
fiably so because complete accuracy is not always neces- 
sary and could, if adhered to, run the cost of the estima- 
tion out of line for the purpose for which it is being used. 


The use of the square foot or cubic foot method re- 
quires a knowledge of the total cost of buildings as well 
as their dimensions. The process then becomes a mathe- 
matical calculation to reduce this total cost to a cost per 
square or cubic foot. The dangers to guard against in the 
use of this method are first; make sure the total cost is 
representative of the costs of a number of builders and not 
Just one with whom you may be familiar; two, make sure 
the properties from which the costs have been obtained are 
truly and completely comparable in all details to the prop- 
erty whose cost you are estimating, and third; keep your 
custs up to date. Estimates made in 1951 or 52 may not 


be applicable to conditions in 1955. Keep your estimates 
current. 


Thus we see that cost may be a direct indication of sell- 
ing value if the building is new and properly located. If 
the building is old or badly located then depreciation must 
he estimated in order to relate cost to selling value. We 
know further that selling value cannot ordinarily exceed 
“vst, so watch those listed prices. Let somebody else pay 


te advertise a property the asking price of which is too 
hich. @ 
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Realtors 


Have Confidence 
In Their Greatest 


Advertising Medium 


. . -yes during the first nine months of 
this year the 78,579 “Properties for 
Sale” advertisements in The Star 
certainly indicates a much greater 
confidence in that newspaper, since 
during the same period there were 
only 43,724 ads in the second paper and 
12,863 in the third paper. 


TORONTO DAILY STAR 


Realtors 


LET US SAVE YOU WiQNty 


on your office 
stationery and printing 
requirements 


We will be glad to quote on your 
letterheads, envelopes, cheques, 
business forms and direct-mail ad- 
vertising. Quality printing at rock- 
bottom prices. 


Mail sample copy to:— 


PRINTING & DESIGN SERVICE 
392 Bay St. Toronto 
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Conference Roundup 
Continued 


and sang for us and let me tell you 
she was out of this world. 


Your Association has had a wonder- 
ful year—co-operative sales are 
mounting rapidly throughout the 
Country. Your Appraisal course 
started October lst and at the pres- 
ent time we have about 172 applica- 
tions for this 3-year course. We have 
set up the first Institute under C.A.R.- 
E.B. umbrella which Institute will be 
known as The Canadian Realtor’s In- 
stitute. This is a long step towards 
putting our business on a professional 
basis. Murray Bosley from Toronto 
was elected second Vice-President of 
your National Association; the first 
Vice-President being Jack Stevenson 
of Winnipeg. 


As you know, our monthly magazine 
The Canadian Realtor has been en- 
thusiastically received everywhere. 


For the first time this year, a sur- 
vey was made on the co-operative 
sales across Canada. It might inter- 
est you to know that 29 out of 50 
Boards now have co-operative selling. 
I bring you the glad tidings that real 
estate looks good all over Canada. In 
the City of Edmonton, our host City, 
their population has gone from 115,000 
to 210,000 in the past ten years. 
British Columbia is booming. Your 
Association hopes, in the next two 
years to develop more thoroughly in 
Quebec and British Columbia and 
there is great hope that we can in- 
crease our membership tremendously. 
In the City of Vancouver alone, we 
are hoping to bring in 800 salesmen 
into your Association in 1956. Your 
Association aims to develop a uni- 
form license law in all 10 Provinces. 
These are just a few of the things that 
organized real estate, in the form of 
your Association, is doing for you. 


Residential—We were pleased to 
hear that 60% of the people in Can- 
ada own their own homes. This is 
the highest percentage of any nation. 
United States comes second with 56%. 

It was the consensus of the Conven- 
tion, that competition will be tougher 
than ever. To combat this, we Real- 
tors must individually develop our own 
effective form of public relations. Ed 
Hacker, of Lansing, Mich., one of 
America’s best known Realtors said 
“the way you look and act to-day is 
the way you will be remembered to- 
morrow”. Personal appearance, office 
furnishings, all play a part in building 
up favourable relations with the Pub- 
lic. We are often dealing with the 
life savings of our clients, and we must 
respect that fact. He said “do not use 
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old hackneyed slogans but rather, 
develop your own”. He suggested 
“Lift your Receiver’; ‘‘no sales, no 
charge’. Telephone manners are all 
important. He suggested we be busi- 
ness-like but try to put a smile in our 
voice, and he suggested “carry your 
load in community affairs’, do not 
be too engrossed in the business of the 
day—we owe a lot to our community. 


It was decided that newspaper ads 
are not as great a source of prospects 
as the salesmen think. In Chicago, a 
survey made, found that 45% of sales 
were due to personal contacts and old 
clients. It was suggested that better 
records be kept of all old clients since 
we know the average family moves 
about once every five years. It was 
suggested that the average salesman 
should find half his sales coming from 
repeats of old clients and connections. 
They suggested we use more “For 
Sale” signs. We cannot depend on 
classified as much as we think. It is 
the refuge of the lazy salesman and 
the greatest expense in any office. 


With regard to Commercial, it was 
noticed by an outstanding panel that 
automobile registrations in Canada 
have more than doubled since 1945. 
The parking space for one car should 
be a minimum of 300 square feet, in- 
cluding access to the area concerned. 
This parking space costs about $500.- 
00 per year in the suburbs; downtown 
about $1,500 to $5,000 per year. Esti- 
mates show the parking area for one 
car can generate sales worth $10,000 
to $15,000 in the suburbs and $20,000 
to $25,000 in the downtown areas. 
Despite the inconvenience of the 
downtown area people will still prefer 
to shop there, due to greater variety, 
less expensive merchandise and avail- 
ability of all types of services. Many 
large departmental stores in the 
United States are buying up adjacent 
properties—sometimes a whole city 
block, and converting this property 
to parking lots in the heart of a city. 


The first panel which contained 
Larry Smith of New York City de- 
cided parking lots in a shopping area 
should be 4 times the floor area of the 
building itself. Mr. Smith did not 
think the suburbs would take over 
the trade of the downtown to any 
great extent. Thirty years ago, sub- 
urban shopping accouited for about 
60% of the City’s total retail trade. 
To-day, in.a City of about 250,000— 
40% of the Retail trade is in the sub- 
urbs. In a City of half a million 55% 
of the retail trade is done in the sub- 
urbs—and over a million about 65° in 
the suburbs. In other words, in To- 
ronto, the actual shopping has prob- 
ably only changed about 5% through 


the years. I think the best answer to 
this is that there is tremendous down- 
town activity at the present time, 
near the City Hall and down to Front 
Street. 


Another prominent American 
speaker was D. K. Jackson of Kansas 
City, Assistant Vice-President of the 
J. C. Nicholls Company. He strongly 
recommended a percentage type of 
lease under which the tenant pays a 
percentage of the gross value of the 
business conducted on the rented 
property. Should value increase, the 
owner is sure to recover his fair due. 
In a slump, the tenant would not te 
bound to pay the same fixed rental. 


H. W. Stoneman of Imperial Oil 
quoted a few figures I found interest- 
ing. Prior to 1947 Canada produced 
only 10% of its daily requirements. In 
1951, four years later Canada was pro- 
ducing over 3316% of her require- 
ments, and it has since gone up stead- 
ily. Oil exploration in Western Can- 
ada is still only in its primary stase. 
Of the 3 billion barrels of oil and na- 
tural gas which has been discovered 
to date 96% have been found since 
1947, e.g., in the short space of 8 years 
and we are just beginning. In the 
next 45 years we should develop from 
20 to 25 billion more gallons of oil for 
Canada which furnishes energy, which 
builds factories, which creates a de- 
mand for houses. You foliow the 
thinking here. Everywhere we heard 
optimism in real estate circles. The 
Americans think even more highly 
of our Country than we do. In the past 
3 months in our own office, we have 
had 3 deals with various American 
groups and these 3 deals have totalled 
over 614 million dollars. I believe 
many more American interests will 
continue to come to Canada. I think 
money will continue to be cheap in 
Canada. We are saving faster than 
we are spending, which means less 
interest rate and in turn more house 
activity. 


By the way, apartment houses are 
still selling—well located and having 
a good return, regardless of what some 
people may say. Remember, there are 
always buyers for good investments. 


An interesting thought at the Con- 
vention was that this should be Can- 
ada’s greatest year and since my re- 
turn I note that we will build prob- 
ably 120,000 houses—certainly the 
greatest year to date yet, in house 
building. Your Association is aiming 
in 1956 to strive for even better pub- 
lic relations for Realtors—to furthe1 
raise our professional standards and 
to speak in a united voice across Can- 
ada on behalf of real estate, the basis 
of your freedom andmine. @ 
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Here's an Idea 
For your Christmas and year-round 


TRAVEL WHEEL PROMOTION | <\ ue Wh 


Our famous master information wheel provides routes 
and mileages from a given city to 100 key travel points. 
Available in individual editions for over 100 Canadian 
cities. Toronto also in 200 place twin-wheel edition. 


SAFE DRIVING 


Summarizes the mechanical, human and legal factors which sores aire so 
the most modern research has proven to be vital to “Safe ue eatin 


Driving.” ve Elizabeth Court 


OF LUXE MOTEL 


PHONE WHEEL a 


Privete Showers 
Neo. 2 Highway, East 


Enables you to list the butcher, the baker, and the candle-stick CSF tol Bens 
maker on a very convenient phone wheel. 


FIRST AID 

The First-Aider gives excellent, 40-topic coverage of authen- 

tic first aid information for use at home or while travelling. 

HOUSEHOLD HINTS TRAVEL WHEELS AVAILABLE FOR FOLLOWING CITIES 


7 ; ‘ — : Ansonville, Ont. Jackson’s Pt., Ont. Princeton, B.C. 
Prized by all housewives for its valuable information on spots = Amherst, N.S. Kamloops, B.C. Cicshee Can, Que 
ai ing. lz i care r > { C Barrie, Ont. Kelowna, B.C. “ r 
and stains, cooking, laundering, care of carpets, furniture, etc. Pon, en ee aisha Meat. 
BRIDGE SCORER Bowmanville, Ont. Kirkland Lake, Ont. Renfrew, Ont. 


Bracebridge, Ont. Lethbridge, Alta. St. Catharines, Ont. 


: — «a a ce . = " Brandon, Man. ; s 
This automatic contract bridge scorer is rated by many experts _ Brockville, Ont. —— = St. Hyacinthe, Que. 


as the world’s best. Extremely easy to use, its retention is Calgary, Alta. See 


‘ a. o Madoc, Ont. Saint John, N.B. 
assured among the multitude of players and learners. aii te. neo er antag 
Chatham, Ont. M , N.B. ; - ilasie. . 
COCKTAIL WHEEL Chilliwack, B.C. peeenk tee a 
P 7 ochrane, Ont. I 3 ai 
Here are 40 well-chosen recipes covering all the better known — Collingwood, Ont. ie —— ae tee, ten. 
cocktails and some new ones now coming into popular favour. Cornwall, Ont. Nelson, B.C Stouffville, Ont. 


: tee ane Dunnville, Ont. dae Sissi . Stratford, Ont. 
The Cocktail Wheel is invaluable for entertaining. Biase, Abe. New, Hamburg, Ont: c. Sturgeon Falls, Ont. 


Jiagara Falls, Ont. Sudbury, Ont. 
ANNIVERSARY WHEEL Edmundston, N.B. Niag Falls, Ont doa NS. 


Fort Erie, Ont. North Battleford, Sask. 


. re : F . “ht North Bay, Ont. a 
Gives origin of name of each month with its appropriate color, oo — ree in ota: tes eee Sarat eee 
birthstone, meaning of birthstone and flower as well as the Gananoque, Ont. Orillia, Ont. Toronto, Ont. 
ddi : ifen € fi f ‘ Georgetown, Ont. Oshawa, Ont. Trail, B.C. 
wedding anniversary gifts from first year of marriage to the Glace Bay, N.S. Qtiawa, Ont. Trenton, Ont. 
sixtieth. Goderich, Ont. ——Sa we =—s_ Vn BK. 
Gravenhurst, Ont. 


100-YEAR CALENDAR Grimsby, One —— Oe 

iL » . enticton, B.C. 

’ z Guelph, Ont. Pembroke, Ont. Wallaceburg, Ont. 
Provides instantly the monthly calendar for any date from Haliburton, Ont. Perth, Ont. Welland, Ont. 


ms Halifax, N.S. Peterboro, Ont. Whitby, Ont. 
1891 to 1990. Very enthusiastically regarded by motorists Hamilton, Ont. Pt. Arthur, Ont. Windsor, Ont. 


: 3 Huntsville, Ont. Port Colborne, Ont. Winnipeg, Man. 
and businessmen. Hull, Que. Prince Albert, Sask. Woodstock, Ont. 


CANADIAN ADVERTISING ENTERPRISES 


392 BAY STREET TORONTO 1, CANADA 


Here’s the ideal solution to your promo- : 
tion problem — costs less than most To: Canadian Advertising Enterprises, 
Christmas cards yet won’t be destroyed 392 Bay Street, 

or thrown away. Any two of these Toronto |, Canada. 

wheels may be combined at 50% extra 


cost. Here are our special “Order-by- 
Mail” prices. 


Please send me Sample 
250 
500 
Envelopes... 11/,c each, any quantity. 1,000 
Single Wheels 250 @ 131/4c 
500 @ 1114 
1000 @ 10c 
5000 @ 8c 
10,000 @ 7 ADDRESS . 
Plus 100% Sales Tax — CITY OR TOWN 


Prices F.O.B. Toronto (Attach copy and cuts for personal imprints) 


(Enclose 25c) 


Enclose 25% of order 
value by cheque or 
money order 
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Canadian Realtor 


Christmas Subscriptions 


Are now available for your clients and business 
i 
| 


ance, mortgage and investment businesses. . Your business friends and 


prospective clients will appreciate receiving the only Canadian magazine 


devoted to the latest thinking and up-to-date trends in the real estate 
business. 


ee 
pce Ace OREN ATEN PT 
apse ae 


SI RR ETL TT 
+o 


associates 
Give a gift subscription to your associates in the law, construction, insur- 
This is a lasting gift which will remind your friends of you 12 times a year. A Gift 


Certificate will be mailed to the subscriber on receipt of your order. Subscription rate 
$5.00 a year. 
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Subscription Dept., 
To: The Canadian Realtor, 
Canadian Association of Real Estate Boards, 
1883 Yonge Street, 
Toronto. 


Please send a Christmas Gift subscription of the Canadian Realtor for one year to the following 
addresses starting with the January 1956 issue. . 
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(Names and addresses of additional subscriptions may be attached to this form. Make cheques payable to Canadian 
Association of Real Estate Boards) 


